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SHADE  SCREENS 
SPRAYED  ASBESTOS  SIDING 
NEW  CONSTRUCTION  BUDGET  KITCHENS 
MORE  LEADS  FROM  NEWSPAPER  ADS 
PLASTIC  TILE 


of  Home  Beautification 


with 


Standards  ! 


Stylon 

^/jerchandiser 


tool  at  these  features  .  .  .  con* 
cealed  cabinet  lighting  .  .  .  dis* 
tinctive  designs  .  .  .  mirror  clips 
to  eliminate  eye-sore  clamps  .  .  . 
plus  a  guarantee  against  silver 
spoilage  .  .  .  you'll  find  them  all 
In  Stylon  Medicine  Cabinets. 


Sty'o" 

Chr.n,.iC«-in. 


A  wid«  range  of  china  and  chrome  * 
bathroom  accessories  iliilKully  da-  I 
signed  for  functional  use,  adding  _ 
the  finishing  touch  to  new  or  re-  | 
modeling  installations.  ■ 


and  from  each  Installation 
STYLON  brings  you  a 
3~way  Profit  Opportunity 

It’s  so  easy  to  make  3  profits  when  you  sell  a  Stylon  Plastic 
Tile  installation.  For  most  customers  want  complete 
bathroom  beautification  .  .  .  and  that  means  Stylon 
Medicine  Cabinets  plus  China  or  Chrome  acces¬ 
sories  .  .  .  You  get  the  complete  line  from  Stylon  .  .  .  the  ^ 
name  that  brings  you  3  profit  opportunities  on  every  p  | 
sale  you  make.  See  Stylon  .  .  .  Stylon  means  sales!  y  E 


STYLON  brings  you  a  new  prac¬ 
tical  plan  for  profits  .  .  .  Pre- 
Packaged  Stylon  plastic  tile  which 
means  smaller  inventories  for  you 
and  a  new  opportunity  for  over- 
the-counter  sales  .  .  .  plus  sales- 
packed  point  -of  -  purchase  mer¬ 
chandising  displays  for  selling 
“Do-It-Yourself'  home  tiling. 


on 


CORPORATIOI 

^  857  Commenwcoltli  Av*. 

§  Boston  15,  Moss. 
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Made  of  Miracle  Material 


Stoytex  is  non-critical.  Yow  can 
guarantee  your  customers  a  de* 
livery  date  with  confidence. 


no  shortages  —  no  limit  on  sales 


STAYLITES  shade  without  dork* 
ening  rooms,  provide  year 
'round  protection.  Rigid,  fully 
ventilated.  Cannot  rust,  rot  or 
warp. 

Beautiful,  soft  textured  color  it 
seoled-in.  No  periodic  painting 
required.  Many  beautiful  colors 
for  windows,  doors,  polios, 
store  fronts.  s 


lets  soft  light  filter  through 


sealed-in  color  all  the  way  through 


Some  choice 
distrtbutor 
and  denier 
terriforjOs 
ovodohMt' 


STAHL  INDUSTRIES,  INC  ,  AWNING  DIVISION 
3625  lYNHAVEN  ROAD,  YOUNGSTOWN  11,  OHIO 
I  )  Please  send  complete  dealer  information 
(  )  Please  send  me  a  display  model  ot  cost 

(Cost  to  be  $10 — to  be  refunded  upon  return  in  good 
condition) 


Nome. 


Nome 


I  am  interested  in  <  )  Distributorship 

(  )  Deolership 


i 


BUILDING  SPEQALTIES 


/ 


INSULATION 


Spray  Kote 


ACCOUSTICAL  CORRECTION 


opray  jvote 

Acoustical  and  Industrial  Insulation 

Offers  You  A 

CORRECTION  glQ  BUSINESS 
OPPORTUNITY  NOW 


CONDENSATION  CONTROL 


li  you  are  o  Uvo-wir*  dealer  intereited  in  buUdlnq 
your  volume  to  tremendous  proportions,  SPRAYXOTE 
oUers  you  a  brand  new  product  with  limitless  possi¬ 
bilities.  There  is  no  product  available  to  you  todoy 
tbot  oilers  a  greater  range  oi  prospects,  or  larger 
profit  opportunities.  li  you  want  to  expand,  investi¬ 
gate  it  today. 


Study  These  Markets: 


INSULATION: 


^FIREPROOFING 


SproyKote  has  an  extremely  high  coeHicient  of  sound  obsorption  and 
is  completely  incombustible.  This  makes  it  ideal  tor  interior  insulation 
in  churches,  auditoriums,  offices,  restaurants  and  theatres. 

Condensation  can  be  effectively  controlled  by  SprayKote.  This  opens  a 
tremendous  industrial  market  for  applicators.  SprayKote  can  also  be 
applied  directly  to  masonry  walls  and  plasterboard  ceilings,  adding  to 
the  applicators'  markets. 

SproyKote  is  an  ideal  material  for  thermal  insulation.  Sprayed  from  a 
gun  directly  on  any  surface  it  forms  a  uniforOi  coating.  It  eliminatas 
the  dust  usually  prasent  during  insulation  application,  and  it  water- 
repellent,  rust-resistant,  wind-tight,  and  fireproof. 


Bie  PROFITS— LARGE  VOLUME— A  NEW  FIKLD 
WRITE  FOR  DETAILS 

SPRAYED  INSULATION,  INC. 


56-58  CRITTENDEN  ST. 


NEWARK  4,  N.  ). 


Wilson  Steel  Frame  Screen  shown  at  left. 
At  right  is  Wilson  Wood  Frame  Screen. 
Both  have  plastic  wire. 


weres  your 
ahsiuerr  to 
material 
shorfaae^ 


available,  the  co 

take  lull  advantage  ot 

^’‘"""""rrmaU.ng 


•tt'aceJ  by 

the  port*'^' 

casements.  ^ 

,tompt  '"he  hatJsh 

NiW  S'< 

•  -  the  company  > 


la  steel  screens 
lastic,  for  both^ 


e  the  new  ' 
ami  screen; 


Durable— Wilson  Wood  Screens  are  made  exclusively  of  top  grade  materials. 

Precision  cut  frames  of  selected,  thoroughly  seasoned  wood  last  a  lifetime. 
Standard  furniture  maker’s  joints  throughout — corners  mitered,  joined  and 
glued  for  strength  and  extra  rigidity. 

Aluminum  colored,  specially  treated  plastic  cloth.  Won’t  shrink,  stretch, 
rust  or  discolor.  Plastic  spline. 

Attractive  —Slender,  graceful  frames  blend  perfectly  with  casements.  Pleasing 
moulded  design  with  rounded  edges.  Factory  applied  aluminum  paint  har¬ 
monizes  with  all  interiors — gifes  the  appearance  of  aluminum  screens. 

Convenient— No  installation  problems.  Snap  on  in  a  jiffy. 
Interchangeable  with  storm  sash.  Lightweight,  easy  to  handle. 

Low  Cost— New  low  prices  boost  your  sales,  increase  profits. 

■  Write  for  prices  now.  Liberal  discounts. 

I  Availabla  In  Siznt  For  All  Standard  Mmlal  Catamonts.  Hardwara  Includad. 


It  will  pay  you  to  assure  your  supply  of 
the  new  Wilson  Wood  Screens  and  other 
Wilson  products  for  metal  casements. 
Write  today  and  be  ready  for  the  months 
ahead. 


L.S.  WILSON  MANUFACTURINO  CO. 
2300  S.  Wattcrn  Av«.,  Chicago  •,  lllineit 
(Fofmeriy  Matal  Window  Sorvko  Co.) 


Please  send  complete  details  on  your  new  products  for  metal 
casements.  I  am  interested  in 

n  Screens  □  Storm  Windows 


An  Armor-Wall  product— made 
original  aluminum  file 

A  complete  dealer  sales  plan  for  producing  easier, 
faster,  more  profitable  sales.  Includes  unique  and 
beautifully  illustrated  sample  case,  colorful  bro¬ 
chures,  consumer  advertising  program. 

What  dealers  say; 

^  ^  our  first  sah  an  hour  aifar  rmcaiv- 

ing  sampis  book" — E.  Rochostor,  N.  Y. 

"On9  job  fils  fivo  ofhors  and 
fhoy'ro  all  mino" — Milwaukoo,  Wit.  ~~ 

"Tilo  tomplos  rocoivod  and  thay  ^ 

ar%  i>oouff/u/" — fairR^ld.  Conn 


Now  something  new  in  tile  that  meets  the  demands  of  modern 
interior  decorators  and  with  instant  appeal  to  home  owners. 

Third  dimensional  depth  of  color,  rich  glistening  finish  at  a 
fraction  the  cost  of  glass.  Panel  tile  is  of  heavy  gauge  aluminum 
with  patented  latex  backing  having  8  times  the  adhesive  power 
of  ordinary  tile. 


Requires  less  labor  and  mastic  to  install  and  each  panel  is 
grouted  for  beauty  of  appearance  with  a  single,  all-purpose, 
permanent-color  white  mastic. 

Sold  only  through  selected  dealers  in  assigned  territories,  some 
of  the  better  ones  of  which  are  still  open.  Write  today  for  fran¬ 
chise  information  and  start  immediately  to  build  a  tile  business 
that  you  can  control. 


Make  More  Window  Sales 

SIM-PLEX 

y'  ...  rite  combination 

/  //  screen  and  storm  sash  that 

\  y/  / /  fits  every  home-owner’s 

i  /  budget! 


Writ*  TODAY  or  c«il  ter  ALL 
th*  tacti  en  Mr*  SIM-PLEX  win- 
a*w  .  .  .  else  ear  line  et  CASE¬ 
MENT  STORM  WINDOWS  mod* 
te  tit  every  ty**  et  casement 


Deers  end  Basements  oveMabl*.  I  thjt  SELL! 


YOUR  COST  $7.67 
F.O.B.  Detroit 
Si*e  28"  X  55" 


•  Made  of  "Woodlife  ’ 
treated  Ponderosa  Pine. 

•  Interchangeable,  light¬ 
weight  screen  and  win¬ 
dow  inserts. 

•  Stained  finish  —  can  be 
varnished  or  painted. 

•  Built  -  in,  trouble  -  proof 
ventilators. 

•  Easily,  inexpensively  in¬ 
stall^. 

.  .  .  and  many  other  features 


IDA  PRODUCTS  COMPANY 


“I  owe  you  a  vote  of  gratitude  as  I 
secured  my  present  position  thru  an  ad 
I  ran  in  your  magazine.” 

That's  what  John  R.  Merrifield  of  Kalamazoo, 
Mich.,  has  to  say  about  his  classified  ad  in 
BUILDING  SPECIALTIES! 

Need  a  sales  manager  or  salesman?  Want 
installation  contractors?  Looking  for  o  position 
in  the  held?  Have  a  business  to  sell?  For  any 
of  a  dozen  needs,  piece  your  classified  ad  in 
BUILDING  SPECIALTIES!  It  raally  brings  r0$ults! 

Low  rates  are  as  follows; 

25c  per  word  with  a  minimum  charge  of  $5. 
3  months  at  21)c  per  word,  per  insertion. 


Send  your  ad  with  check  or  money  order  to 


1909  E.  Forest  Avenue 

TEMPLE  3-8800 


Detroit,  Mich. 


Classified  Department 


BUILDING  SPECIALTIES 


425  Fourth  Avenue  New  Yerk  16,  N.  Y. 


April,  1951 
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4MY  TYPE  WOOD  OR  MASONRY 

RESIDENCE  CAN  NOW  BE 
RE-SURFACED  WITH  AN 
SIDE-WAll  THAT  IS  SPRAYED  ON 


NEW  LOOK 


>E*NU*IT  is  a  waterproof  pressure  sealed  side-wall  resurfacer  that  (onloins 
the  two  indestructible  minerals,  asbestos  and  mica,  and  is  fused  to  the  surface 
by  powerful  pressure,  net  merely  nailed  on  like  ordinary  siding. 

The  RE*NU*IT  process  consists  of  the  material  being  air-blasted  to  the 
structure  approximately  1/16"  thick  thus  becoming  an  actual  part  of  some. 
The  features  of  this  type  of  application  is  that  is  assures  complete  insulation  and 
greater  durability,  with  the  additional  advantage  that  by  becoming  part  of  the 
surface  the  product  does  not  hide  or  alter  any  of  the  original  architectural  lines 
and  contours. 

RE*NU*IT  is  available  in  9  attractive  colors  and  its  appearance  is  a  very 
definite  asset  os  it  looks  like  stucco  and  yet  is  not  quite  as  coarse. 


FOR  FULL  PARTICULARS  •  CALL  OR  WRITE 


TEXTURED  FINISH 

:RE*NU*fT:^ 

I  ^  «EC.  TRAOt-MAItK  j 

\  A  WATERPROOF  h 

\  PRESSURE  SEALED  /j 

1^  RE  SURFACER  ^ 


w 


•  INSULATES 

•  PROTECTS 

•  BEAUTIFIES 


OR  FILL  IN  AND  MAIL  THE  ATTACHED  COUPON 


RE  -  NU  -  IT  CORPORATION 

424  West  42nd  St.  •  New  York  1  8,  N.  Y. 
LOngacre  3-6631 


See  An  Actual  Demonstration  of  RE*NU^IT  at  the  NERSICA  Exposition  By  Visiting  Our  Booths  Nos.  218-219 


BUILDING  SPECIALTIES 


lin  t]  iinnt 


VENTIIATION  CONTROL 


\  in  so*"* 

\  -rrito''** _ 


Pta^Olet^F  YOU  BET! 


Warner  Weather-Master  Combinations  outshine,  outvalue,  outsell  the 
entire  field.  They're  priced  right,  have  a  good  profit  margin  and 
Warner's  advertising  has  made  the  public  Warner-conscious.  This  com¬ 
bination  of  sales  producing  features  can  only  mean  handsome  profits 
for  the  Warner  dealer. 


Zii€lUt(^7  AND  HOW! 


Warner  Weather-Master  Combinations  and  Doors  are  master-crafted 
from  the  finest  quality  extruded  aluminum  .  .  .  grade  63S-T5,  especially 
treated  for  extra  hardness.  Warner  Units  are  spot  welded  too,  and 
contain  many  other  exclusive  features  including  the  RED  PUSH  BUTTON 
for  ventilation  control  (an  original  Warner  creation).  Warner  units  are 
quality  units  at  a  popular  price.  Doors  are  made  with  non-sagging, 
unbreakable  gussets. 

CERTAINLY! 

Warner  otters  complete  and  friendly  cooperation  with  its  dealers;  Radio, 
Newspaper  and  Magazine  advertising  to  help  secure  leads;  dramatic 
promotional  and  demonstrational  material  to  add  that  extra  punch  in 
making  sales;  field  service  and  cooperation  all  along  the  line. _ 


WARNER  WEATHER-MASTER 
ALUMINUM  COMBINATIONS  AND  DOORS 
ARE  MANUFAaURED  BY 

WARNER  MFG.  CORP.. 
JERSEY  CITY,  N.  J. 


uj  n  R  n  E  R 

tvj 

UJeather- master 


April,  1951 
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On  tlie  House  . .  . 


^HIS  department  has  always 
maintained  that  the  decline  in 
new  housinii'  is  hound  to  be  accom¬ 
panied  by  a  real  upsurge  in  home 
repair  and  modernization.  We  are 
apparently  not  alone  in  this  opin¬ 
ion.  .4.  Naughton  Mcl.ane,  presi¬ 
dent  of  the  Producers’  Council,  (the 
association  of  building  materials 
manufacturers)  points  this  ou*  in 
a  recent  statement  relea.sed  for 
publication : 

“With  an  absence  of  any  emer¬ 
gency  restrictions  in  the  field  of 
residential  modernization  and  with 
family  and  business  income  at  high 
levels  at  the  moment,  it  seems  en¬ 
tirely  likely  that  modernization  and 
repair  work  will  continue  to  rise  in 
volume  unless  the  brakes  are  ap¬ 
plied  by  shortages  of  critical  ma¬ 
terials.”  Mr.  McLane  adds  that  the 
reduced  volume  of  new  construc¬ 
tion,  restriction  on  commercial 
building  and  the  ban  on  new'  amuse¬ 
ment  facilities  will  free  a  consider¬ 
able  amount  of  material  for  repair 
and  modernization  and  will,  at  the 
same  time,  make  it  both  necessary 
and  profitable  to  keep  older  build¬ 
ings  in  good  condition.  When  you 
add  to  this  the  fact  that  a  recent 
NPA  order  makes  it  easier  for  busi¬ 
ness  concerns  to  obtain  needed  ma¬ 
terials  for  repair  and  improvement 
purposes,  it  is  obvious  that  there 
are  now  wide  possibilities  open  for 
dealers  in  the  commercial  as  well 
as  in  the  residential  field. 


A  monl-hly  magazine  for  Hie  dealer  who  sells  and  installs 
home  and  industrial  accessories. 


VOL.  3  APRIL,  1951  NO.  10 
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*  *  * 

The  recent  NPA  order  delaying 
the  enforcement  of  the  ban  on  the 
manufacture  of  aluminum  storm 
windows,  awnings,  etc.,  until  April 
.30  will  permit  those  manufacturers 
with  reserve  stocks  of  aluminum  to 
continue  fabrication  until  that  date. 
Some  dealers  will  therefore  benefit 
by  receiving  supplies  of  aluminum 
products  for  a  longer  period  than 
had  they  expected.  Other  suppliers, 
however,  will  be  unable  to  obtain 
additional  metal  on  such  short  no¬ 
tice  and  will  reap  little  benefit  from 
(Continued  on  Page  36) 
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ON  THE 


New  New 

GRAEF  M 

SELr-STORING  REDWOOD 

Cmbinatho  1^|| 

STORM  WINDOWS 


milm 


scat  SHORTAGES 


Make  this  fast  •  selling  window  YOUR  money  •  making  *  QUALITY 


answer  to  the  current  metal  shortages.  Smartly  designed 
and  built  to  high  GRAEF  standards.  Solid  overlapping 


e  SELF  STORING 


Redwood  frame  has  carefully  joined,  weather-tight  cor-  o  FAST  DELIVERY 


ners.  Inserts  are  precision-made  for  perfect  fit  and  can 
be  interchanged  in  a  few  seconds. 


•  ASSEMBLED  OR 


•  IE  IN  BUSINESS  FOR  YOURSELF!  _  GRAEF  will 
supply  you  wifk  complete  lineal  mouldings  for  self-fabri¬ 
cation.  Write  today  for  complete  information. 

- 

rkDk4  wiunrkw  rrs 


GRAEF  STORM  WINDOW  CO. 

PHONE  A-4326 

1510  W.  FEDERAL  ST.  YOUNGSTOWN  10,  O. 


Write,  Wire,  or  Call 


April,  1951  11 
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Metal  Storm  Window  and  Door  MIrs. 
Form  Permanent  Association 


New  organization  will  benefit  dealers  and 
distributors  os  well  as  its  own  members  — 
committee  will  continue  fight  for  aluminum 


At  a  meeting  of  the  pi’eatest 
sijrnificance  to  every  specialty 
dealer,  storm  window  and  door 
manufacturers  decided  on  March 
2'i  in  Cleveland  to  form  a  perman¬ 
ent  association  and  to  continue  the 
efforts  of  a  committee  headed  by 
Charles  E.  Hunter  to  protect  the 
interests  of  the  industry  in  the 
present  aluminum  crisis.  Called  to 
an  emergency  meeting  in  New 
York  last  fall'by  BUILDING  SPE¬ 
CIALTIES.  the  manufacturers 
voted  to  appoint  a  temporary  com¬ 
mittee  to  take  whatever  action  was 
necessary  to  .save  the  metal  storm 
window  industry  from  complete 
extinction. 

As  has  been  recorded  in  the 
pages  of  this  publication  ever  since 
last  November,  Hunter,  Allan 
Douglass,  A.  J.  Zappone,  Jack  Lip- 
man,  and  other  past  and  pre.sent 
members  of  this  committee  have 
put  up  a  wonderful  fight  in  Wash¬ 
ington  to  keep  storm  window  dis¬ 
tributors,  dealers  and  manufactur¬ 
ers  in  busine.ss.  With  the  aid  of 


counsel,  cooperating  members  and 
the  support  of  other  friendly  or¬ 
ganizations,  Hunter  and  his  a.sso- 
ciates  have  done  a  masterful  job  in 
pre.senting  the  ca.se  of  our  industry 
to  the  NPA,  its  Light  Metals  Divi¬ 
sion,  the  Senate,  and  the  Hou.se. 
Each  of  these  groups  has  been 
made  to  take  a  more  realistic  view 
of  the  importance  and  e.s.sentiality 
of  storm  windows  in  our  civilian 
economy. 

Enforcement  Delayed 

That  their  efforts  have  not  been 
in  vain  is  apparent  from  NPA’s 
decision  la.st  year  to  allow  alumi¬ 
num  u.sers  limited  supplies  of  the 
metal  through  March.  As  we  go  to 
press,  it  is  obvious  that  the  a.s.so- 
ciation’s  committee  has  once  again 
obtained  a  breathing  spell  for 
.storm  windows  and  at  the  .same 
time  carried  the  ball  for  the  two 
hundred  aluminum  items  that 
have  been  granted  additional  life 
through  the  delay  in  the  enforce¬ 
ment  of  M-7  until  May  l.st. 


Rumors  that  storm  windows  may 
be  taken  off  List  A  abounded  dur¬ 
ing  the  convention  at  Cleveland. 
The  same  rumors  have  reached  this 
publication  from  .sources  that  have 
been  generally  accurate  in  the  past. 
However,  Washington  often  gener¬ 
ates  false  reiwrts  based  solely  on 
optimism  and  it  is  impo.ssible  to 
know  what  can  be  believed.  Never¬ 
theless,  in  view  of  the  progress 
made  by  the  association,  it  does  not 
seem  too  much  to  hope  for. 

Taking  the  events  of  tne  pa.st 
five  months  as  a  whole,  what  has 
really  happened  is  that  the  storm 
window  industry  has  REFUSED 
TO  DIE !  The  decision  in  Cleveland 
to  form  a  permanent  as.sociation 
and  continue  the  committee’s  fight 
in  Washington  is  a  healthy  and  en¬ 
couraging  .sign  of  the  industry’s 
belief  in  itself  and  its  future. 

The  editors  of  BUILDING 
SPECIALTIES  who  initiated 
the  movement  which  led  to  the 
formation  of  this  new  associa- 
{Contimied  on  Page  25) 


Interested  in  a  lire  resutont,  woterproof,  insulating,  and 
long  lasting  siding  yon  can  apply  in  ONE  day?  Try 


Sprayed  Asbestos  Sidirtg 


— Photos  courtesy  Re  \u  lt  Corp. 

Left:  Typical  home  with  clapboard  siding.  Center:  Same  home  after  application  of  sprayed  asbestos  siding.  Note  how  cracks 
between  boards  on  upper  front  part  of  house  have  been  filled  in.  Right:  Spraying  on  asbestos  siding. 


By  AL  HARDY,  Vice  Pres. 
Re-Nu-It  Corp. 

New  York.  N.  Y. 


SPRAYED  asbestos  siding  has 
become  extremely  popular  with 
specialty  dealers  and  a  large  part 
of  the  home  owning  public.  This 
is  not  surprising  to  those  familiar 
with  its  numerous  advantages, 
however,  if  you  have  not  encoun¬ 
tered  this  type  of  siding  before, 
here  is  a  brief  description. 

Basically,  it  is  a  heavy  mixture 
of  asbestos,  mica,  a  waterproofing 
agent,  and  certain  special  binders. 
Applied  by  means  of  specially  de¬ 
signed,  powerful  pressure  equip¬ 
ment,  it  is  air-blasted  to  the  sur¬ 
face,  approximately  1/16"  thick.  It 
can  be  applied  over  clapboard,  wood 
shingles,  stucco,  brick,  cement, 
cinder  block  and  asbestos  shingles. 

Asbestos  and  Mica 

The  asbestos  fibres  in  it  make 
fire  retardant  while  the  mica  con¬ 
tent  provides  reflective  insulation. 
A  single  application  is  the  equal  of 
32  coats  of  paint  and  will  last  more 
than  ten  years.  It  is  NOT  a  paint 
nor  does  it  contain  any  cement. 


Although  it  dries  almost  inimedi- 
ately,  it  requires  about  24  hours  to 
harden  completely.  After  this  it 
is  so  hard  that  it  will  not  crack 
even  under  the  impact  of  heavy 
hammer  blows.  Despite  its  hard¬ 
ness  it  expands  and  contracts  with 
the  material  to  which  it  is  applied 
and  thus  does  not  crack.  Complete¬ 
ly  waterproof,  it  supplies  very  sat¬ 
isfactory  protection  against  mois¬ 
ture  and  even  after  many  years  of 
weathering  does  not  chip  or  peel. 

The  impact  of  the  high  pressure 
used  in  its  application  drives  it 
into  the  pores  of  wood  or  masonry 
and  this  plus  the  action  of  its 
sealing  and  waterproofing  ingredi¬ 
ents  make  it  an  integral  part  of  the 
material  it  covers.  Preliminary 
surface  preparation  requires  no 
more  than  the  removal  of  loose, 
peeling,  or  flaking  paint,  crum¬ 
bling  mortar,  etc.  Sprayed  as¬ 
bestos  siding  will  easily  and  quick¬ 
ly  fill  small  holes  and  cracks,  thus 
producing  a  smooth,  slightly  tex¬ 
tured  surface.  More  heavily  tex¬ 
tured  or  rough  finishes  can  also 
be  applied  when  desired  to  ma¬ 
sonry  or  stucco. 

From  the  point  of  view  of  sales 
and  profits,  sprayed  asbestos  sid¬ 


ing  offers  great  possibilities  to  the 
dealer.  The  average  profit  on  a 
job  is  about  $500  or  more  for  a 
20  square  house,  larger  houses 
yielding  proportionately  more. 
Co.st  to  the  customer  runs  from 
$700  to  $800  for  a  20  square  house. 

Easy  to  Sell 

Salesmen  find  it  easy  to  sell  this 
type  of  siding  since  it  does  not 
change  the  architectural  lines  of 
a  house.  If  the  siding  consists 
of  shingles  or  clapboards,  for  ex¬ 
ample,  it  will  retain  its  appearance 
except  for  a  very  slight  change  in 
surface  texture.  Added  to  this 
the  salesman  can  offer  improved 
appearance,  protection  against  fire 
and  moisture,  freedom  from  the 
expense  of  painting  for  many  years 
and  additional  insulation.  The  last 
is  often  an  important  point  in 
older  homes  insulated  at  the  time 
they  were  built  by  old-fashioned 
methods  and  now  requiring  addi¬ 
tion  insulation  for  complete  pro¬ 
tection  against  heat  and  cold. 

Furthermore  all  this  can  be  done 
in  a  single  day  without  leaving 
any  unpleasant  clean-up  job  for 
{Continued  on  Page  25) 
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Television  is  a  natural  for 
metal  and  wooden  awning  deal¬ 
ers.  It  graphically  demon.strates 
before  a  prospect  .seated  in  the 
ease  and  comfort  of  his  or  her 
home  installations  which  tell  the 
story  far  better  than  any  spoken 
or  printed  media  can  attempt  to 
do. 

That  is  the  experience  of  Kool 
Vent  Aluminum  Awning  Co.  of 
Virginia,  who.se  home  office  is  at 
4701  Wisconsin  Avenue,  Wa.shing- 
ton,  D.  C.  The  company  is  a  pio¬ 
neer  in  its  field  in  using  video  and 
claims  to  be  the  first  awning  dealer 
in  the  country  to  utilize  this  new 
form  of  sales  approach. 

A  two-minute  ad-reel  is  u.sed 
over  VV'NBW-TV.  A  model  awn¬ 
ing  is  installed  right  in  the  .studio. 
A  name  commentator  then  goes 
on  to  explain  the  features  of  the 
in.stallation.  But  instead  of  giving 
a  cut-and-dried  .sales  talk  he  goes 
into  his  subject  in  a  humorous  vein. 

Using  subtle  dialogue  which  de¬ 
scribes  the  rigidity,  circulatory  ad- 
vantage.s,  aluminum  finish,  color 
and  other  features  of  the  awning. 


Typical  two-column  newspaper  ads 


Television  Aronses  Customer 
Interest  bi  Metal  Awnings 

Woshington  denier  favors  video  bnt  combines  it 
with  direct  moil  ond  newspaper  ads 


By  ALBERT  E.  KESHEN 
Special  Correspondent 
Building  Specialties 


all  in  an  informal  tone  of  levity 
and  with  as  many  wise-cracks  and 
quips  as  the  situation  w’ill  permit, 
the  commentator  aims  to  attract 


used  in  support  of  video  advertising. 


the  attention  of  his  audience  and 
hold  it  while  giving  them  a  non- 
.standardized  sales  approach.  The 
signature  line  gives  the  company’s 
address  and  telephone  number. 

This  type  of  program  is  broad¬ 
cast  three  evenings  a  week  for 
nine  months  of  the  year  and  in 
November,  December  and  January 
for  one  evening  a  week.  As  a  re¬ 
sult  Kool  Vent  has  been  able  to 
reach  in  colorful  and  dramatic 
fashion  that  upper-income  strata 
of  home  ow’ners  who  can  afford  to 
pay  for  television  sets  and  at  the 
.same  time  would  be  able  to  afford 
improvements  for  their  homes 
such  as  metal  awnings. 

Accounts  sold  in  this  way  in¬ 
clude  notable  political  and  national 
figures  in  the  Nation’s  Capital. 
Checks  on  sales  made  by  the  firm’s 
manager,  George  Conrad,  reveal 
that  the  expenditure  laid  out  on 
television  advertising  begun  this 
year  has  already  paid  for  itself. 

Radio  is  also  u.sed  extensively  by 
Kool  Vent.  A  spot  announcement 
of  about  150  words  goes  on  five 
mornings  a  week  over  WRC,  out¬ 
let  for  the  National  Broadca.sting 
Company,  usually  between  6  and  9 
o’clock.  It  is  interspersed  between 
musical  recording  programs. 

The  .script  goes  on  to  tell  that  the 
company’s  awnings  stay  cool  un¬ 
der  their  aluminum  surface,  have 
{Contimied  on  Page  29) 
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How  To  Get  30%  MORE  Leads 
From  Your  Newspaper  Advertising 

Secret  lies  in  providing  newspapers  with  a  new 
publicity  story  eoch  time  you  schedule  an  ad 


By  JOHN  R.  MAZEY. 
Sales  Promotion  Manager, 
Arlite  Industries,  Inc. 


NO  one  experienced  in  selling 
building  specialty  products 
has  to  be  sold  on  the  idea  that 
regular  hard-hitting  advertising  is 
very  profitable.  The  right  kind 
of  advertising  will  produce  many 
leads.  These  leads  produce  sales, 
and  more  .sales  mean  greater  profits 
for  you,  the  advertiser. 

If  you  are  already  a  regular  ad¬ 
vertiser  in  your  local  newspaper, 
you  can  make  this  advertising  pay 
you  a  bonus  of  about  30  per  cent 
more  leads  at  no  additional  cost 
to  you.  All  it  takes  is  a  bit  of 
effort  on  your  part,  and  the  co¬ 
operation  of  your  newspaper. 

Here’s  how  you  can  do  it.  The 
next  time  you  give  your  local  news¬ 
paper  representative  the  material 
for  your  paid  advertising,  also 
give  him  .some  publicity  stories 


about  your  product.  While  some 
of  the  larger  newspapers  refuse 
any  free  publicity  in  their  news 
columns,  most  others  will  co-oper¬ 
ate  with  their  advertisers.  You 
will  find  the  newspapers  far  more 
co-operative  if  the  stories  you  sup¬ 
ply  are  interesting,  and  are  in¬ 
formative  for  their  special  .sec¬ 
tions,  such  as  “home  improvement” 
pages. 

Each  time  you  schedule  your  ad 
to  appear,  provide  the  newspaper 
with  a  new  publicity  story.  Just 
as  your  paid  advertising  is  written 
to  bring  inquirie.s,  your  publicity 
.stories  should  be  written  to  bring 
inquiries,  too.  To  make  your  ad 
pull  as  many  inquiries  as  po.ssible, 
you  would  offer  a  “gimmick”  of 
.some  sort  as  a  puller.  The  same 
is  true  for  your  publicity  stories. 

Don’t  think  that  it  is  important 
for  your  name  or  your  particular 
product  name  be  mentioned  in 
every  sentence  of  the  publicity 
story.  As  a  matter  of  fact,  the 


Pie  chart  at  left  shows  inquiry 
response  to  storm  window  news¬ 
paper  ads.  Figure  at  right  indi¬ 
cates  additional  response  result¬ 
ing  from  publicity  stories  used 
with  ads. 

PrawiHi^  e9wrie$y  Arlite  Indusfrits 


less  they  are  mentioned  and  the 
more  inetresting  and  informative 
your  .story  is  made,  the  better.  It 
is  important,  how’ever,  that  your 
name  and  address  be  at  the  end, 
along  with  your  offer  of  the  “gim¬ 
mick”,  so  that  those  who  read  the 
article  will  be  able  to  contact  you. 

If  handled  successfully,  the  in¬ 
quiries  that  you  will  receive  from 
these  free  publicity  stories  will 
provide  you  with  a  bonus  of  about 
30  per  cent  on  the  leads  you  get 
from  the  paid  advertising.  This 
bonus  of  30  per  cent  more  leads, 
that  you  can  make  your  advertising 
pay  you,  is  not  merely  an  opti¬ 
mistic  estimate.  It  is  the  result  of 
a  te.st  we  conducted  recently  and 
carefully  charted. 

Publicity  Yield  “Bonus” 

The  ads  and  the  publicity  .stories 
for  our  combination  windows  ap¬ 
peared  regularly  in  the  Newark 
(N.  J.)  Star-Ledger.  Nahman 

Newhouse,  an  advertising  manager 
for  the  newspaper,  worked  clo.sely 
with  u.s,  and  co-operated  to  the 
fulle.st.  Each  time  an  ad  appeared, 
a  publicity  .story  appeared,  too. 
Both  the  ads  and  the  stories  were 
individually  keyed,  each  offered 
one  of  our  Compari.son  Charts  free 
to  all  tho.se  who  inquired. 

The  results  of  the  ads,  alone, 
were  most  gratifying.  But  even 
more  gratifying  were  the  results 
of  the  publicity  stories.  The  total 
number  of  inquiries  is,  of  cour.se, 
confidential,  but  percentages  are 
shown  on  the  accompanying  “pie” 
charts.  The  free  publicity  stories 
provided  a  bonus  of  30.2  per  cent 
as  much  as  just  the  ads  alone,  and 

(Continued  on  Page  26) 
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The  more  ammunition  in  your  gun,  the  better  vour  chance  of  bagging  the  game.  Right? 
Sure  .  .  .  and  that’s  why  vour  sales  are  sure  to  soar  with  the  Fawsco  line.  It’s  the  complete 
line  of  products  for  dressing  up  the  home  that  nine  out  of  ten  homeowners  need  and  want. 
Because  FAWSCO  furnishes  the  complete  line,  your  chances  are  that  much  better  for  doing 
more  business  and  in  a  bigger  way! 


SaleA.?  /Jli  ifau  iA,  tUi'i  SaXeA- 

Here's  a  smart,  compact  unit  that  shows 
your  customers  the  fast-selling  FAWSCO 
products  "in  action"!  Shows  customers 
how  beautiful  FAWSCO  canopies,  awn¬ 
ings  and  other  products  will  look  in¬ 
stalled  on  their  homes.  Takes  only 
4'  X  5'  floor  space!  You  need  carry  no 
inventory  and  what  you  pay  for  this 
clever  display  unit  comes  back  to  you 
many  times,  and  in  a  hurry!  It’s  your 
surest,  quickest  way  to  cash  in  on  the 
big  FAWSCO  market.  Send  the  coupon  sracf-UVtllO 

today!  nool  MtPUT 

W  ritf*  ll«‘partni«'nt  t 


FAWSCO  DEPT  B  4 

1701  FRONT  STREET 

Cuyahoga  Falls,  Ohio 

Yott  hft  /  more  information!  Hnxh  hig^  il» 

InstraUnl  h'AM  SCO  t'otaiofi  to  me,  nins  th'taHs^ 
incituHnf*  price,  aintut  t'A  display  twit! 


.  FAWSCO 

FAWSCO  DIVISION  (»US  stamping  t  wtiomo  co 
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BUILDING  SPECIALTIES 


Budget 


From  Data  Furnished  By 
Mullins  Mfg.  Co. 


WHEN  a  kitchen  is  desiijned  for 
a  new  house  built  to  owner 
specifications,  the  doors,  windows 
and  wall  space  can  be  planned  at 
the  outset  to  permit  the  arrange¬ 
ment  of  equipment  best  suited  to 
the  family  needs.  The  sink  area  is 
planned  first,  and  other  major 
equipment,  including  cabinets  for 
storage  space  and  work  surface,  is 
placed  as  near  the  sink  as  possible 
to  obtain  the  most  functional  ar¬ 
rangement. 

Kitchen  floor  plans  fall  into  the 
following  four  basic  patterns:  U- 
shape,  L-shape,  one-wall,  and  paral¬ 
lel-wall.  There  may  be  variations  of 
all  these  types.  Then  there  is  the 
irregular  kitchen  in  which  wall  or 
floor  space  is  broken  up  into  odd 
lengths.  No  matter  which  of  these 
types  of  kitchens  is  designed  for 
the  new  house,  the  same  basic  plan 
may  be  followed  to  advantage. 

In  the  U-shaped  kitchen,  the 
major  appliances  and  storage  and 
work  cabinets  are  arranged  on 
three  aides  of  the  room.  In  the 
L-shaped  kitchen,  the  equipment  is 
located  on  two  walls.  Corner  wall 
and  base  cabinets  are  often  used  in 
these  kitchens  so  that  corner  space, 
which  otherwise  might  be  wasted, 
becomes  usable.  In  the  one-wall 
kitchen,  all  equipment  is  lined  up 
along  one  wall  just  as  the  name  im- 


Top  left:  L-sha^d  kitchen  with  space 
left  for  additional  equipment  as  budget 
permits.  Center:  Same  kitchen  with  ad¬ 
ditional  wall  and  base  cabinets.  Bottom: 
Parallel  wall  arrangement  is  most  suit¬ 
able  for  long  narrow  rooms. 
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Kitchens  In  New  Construction 

Installations  based  on  these  four  basic  floor  plans  save  much 
walking,  provide  adequate  storage  space,  and  look  attractive 


plies.  This  type  of  installation  is 
used  most  often  in  small,  minimum- 
cost  homes  or  apartments.  The 
parallel-wall  arrangement  is  par¬ 
ticularly  well  adapted  to  a  long, 
narrow  room. 

When  the  sink  area  is  installed 
as  the  pivot  around  which  the  rest 
of  the  equipment  is  grouped,  any  of 
the  four  types  of  kitchens  will  be 
comfortable  and  convenient  rooms 
in  which  to  work. 

If  wall-to-wall  cabinets  are  de¬ 
sired,  the  floor  plan  should  be  made 
to  have  walls  of  a  length  that  can 
be  evenly  divided  by  three.  How¬ 
ever,  it  is  not  necessary  for  cabi¬ 
nets  and  other  major  equipment  to 
form  an  unbroken  line  around  the 
room.  A  .space  may  be  reserved  for 
a  specific  purpose,  such  as  a  built- 
in  ironing  board,  a  small  planning 
desk,  or  a  small  shelf  for  cookbooks 
and  a  few  decorative  items. 

The  size  and  arrangement  of  the 
kitchen  and  the  budget  are  the 
chief  factors  in  determining  what 
equipment  shall  be  installed.  But 
an  adequate  two-bowl  modern  sink 
and  ample  work  and  storage  space 
pay  big  dividends  in  convenience. 

When  the  family  already  owns  a 
range  and  refrigerator  in  usuable 
condition,  certainly  they  should  be 
installed  in  the  new  kitchen.  If  pos¬ 
sible,  enough  space  should  be  left 
between  these  two  appliances  and 
adjacent  cabinets  to  permit  ea.sy 
cleaning  and  servicing  of  the  appli¬ 
ances,  or  replacement  of  either  of 
them  at  a  future  date. 

Before  embarking  upon  any  kit¬ 
chen  building  plan,  it  is  only  good 
business  practice  to  get  an  idea  of 
how  much  it  will  cost.  This  plan¬ 
ning  and  estimating  ahead  elimi¬ 


nates  many  costly  mistakes.  Too 
often,  quick,  “economical”  pur¬ 
chases  become  the  largest  expense, 
for  they  are  never  used.  Such  buy¬ 
ing  defeats  the  purpose  of  the  en¬ 
tire  project.  Thinking  through  the 
selection  of  each  item  and  buying 
the  best  that  the  budget  will  allow 
will  always  mean  greater  .satisfac¬ 
tion  for  everyone. 

Once  the  decision  has  been  made 
to  remodel  a  kitchen  or  to  furnish 
a  new  one,  careful  consideration 
must  be  given  to  the  selection  of 
the  new  .sink.  The  sink  should  be 
chosen  with  special  attention  to 
family  habits  and  preferences,  in 
order  to  ease  and  simplify  work. 

Time  has  proved  porcelain  enam¬ 
el  on  steel  sinks  to  be  the  most 
practical  as  well  as  the  most  beau¬ 
tiful.  The  gleaming  white  surface 
is  acid-resisting,  cleans  well  and 


complements  the  rest  of  the  kit¬ 
chen. 

Sinks  are  available  in  both  dou¬ 
ble  and  single-bowl  styles.  The 
single-bowl  models  are  ideal  for  a 
small  .space.  This  style  sink  may  be 
had  with  the  bowl  on  either  the 
right-  or  left-hand  side.  However, 
when  there  is  room  for  it,  the 
double-bowl  sink  with  drainboards 
on  both  sides  has  definite  advan¬ 
tages  over  the  single-bowl  sink. 
The  extra  bowl  allows  more  than 
one  activity  to  be  carried  on  at  the 
same  time.  For  instance,  with  two 
bowls,  dishwashing  can  be  accom¬ 
plished  more  quickly  and  more  effi¬ 
ciently — dishes  may  be  washed  in 
one  bowl  and  rinsed  in  the  other. 

For  tho.se  who  prefer  it,  a  double¬ 
bowl  sink  may  have  one  bowl 
deeper  than  the  other.  The  deep 
{Continued  on  Page  23) 


Shown  below  is  the  U-shaped  kitchen  often  considered  the  ideal  arrangement. 

FfuHo  courtesy  Mullins  Mfg.  Co. 
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Metal  Awning  Nfis.  Hold  First 
Annual  Convention  In  Chicago 

Association  officially  formed  on  March  28  to  protect  interests 
of  entire  industry  —  program  set  to  sell  public  on  metal  awnings 


THK  National  Metal  Awning  As¬ 
sociation  held  its  F'irst  Annual 
Convention  in  Chicago  on  March 
28,  1951  at  the  Sheraton  Hotel. 
Over  60  executives  of  32  organiza¬ 
tions  engaged  in  the  manufacture 
of  metal  awnings  attended  this  im¬ 
portant  meeting. 

The  morning  .session  w’as  called 
to  order  by  Jack  Orchard,  in  his 
capacity  as  Temporary  President, 
and  the  General  Assembly  approved 
and  adopted  a  .schedule  of  by-laws 
which  delegated  authority  to  the 
Officers  and  Board  of  Directors  to 
perform  the  functions  which  will 
enable  this  A.s.sociation  to  effective¬ 
ly  repre.sent  the  interests  of  the 


The  aluminum  industry,  accord¬ 
ing  to  a  report  to  President  Tru¬ 
man  by  Director  of  Mobilization, 
Charles  E.  Wil.son,  is  undergoing 
an  expansion  program  which  by 
the  end  of  1952  will  add  roughly 
60  percent  to  the  primary  capacity 
existing  in  June  1950. 

The  industry’s  pig  capacity  of 
750,000  tons  in  June  1950,  which 
was  adequate  to  meet  demand  at 
that  time,  had  increased  by  March 
1951  to  800,000  tons  and  by  1953 
should  reach  1,300,000. 

During  World  War  II,  military 
production  accounted  for  approxi¬ 
mately  90  percent  of  total  alumi¬ 
num  consumption  and  use  of  alu¬ 
minum  for  civilian  production  was 
severely  restricted. 

Military  requirements  for  alumi¬ 
num  this  year  are  expected  to  be 
25  percent  total  supply. 


members,  and  of  the  whole  indus¬ 
try  in  general,  during  the.se  critical 
times,  as  well  as  in  the  future. 

The  Nominating  Committee  sub¬ 
mitted  their  recommendations  for 
Officers  and  members  of  the  Board 
of  Directors  for  the  present  period 
and  these  recommendations  were 
approved  in  a  general  vote  of  those 
as.sembled.  The  Officers  for  1951 
are: 

President — Jack  E.  Orchard,  Or¬ 
chard  Bros.,  Rutherford,  N.  J. 

1st  V.  P. — Ted  Bottom,  Aluma 
Kraft  Awnings,  St.  Louis,  Mo. 

2nd  V.  P. — O.  F.  Roehler,  Kool 
Vent  of  Indiana,  Pendleton,  Ind. 

Secretary — John  J.  Lennon,  Met- 


The  military  demands,  together 
with  increa.sed  usage  by  supporting 
industries,  nece.s.sitated  a  cut  in  the 
non-defense  u.se  of  aluminum  dur¬ 
ing  February  and  March  to  75  per¬ 
cent  of  the  average  monthly  use 
in  the  fir.st  half  of  1950.  For  the 
April-June  quarter  the  permitted 
u.se  is  restricted  to  65  percent. 

Increase  in  supply  may  make  it 
possible  to  relax  the.se  controls  in 
12  to  18  months. 
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Growth  of  aluminum  production. 


al  Tile  Products,  Hastings,  Mich. 

Treasurer — Bernard  Van  Duzer, 
Victor  Tool  &  Machine,  St.  Jo.seph, 
Mich. 

A  Board  of  Directors  was  elected 
the  members  of  which  will  serve 
from  1  to  3  years.  The  members 
are:  Charles  Preaus,  Jack  McCor¬ 
mack,  Goodwin  Rosen,  Glenn  Sin- 
nett,  W.  H.  Wynne,  R.  W.  Lepper, 
Charles  McAlpine,  Meyer  Harri.son, 
and  Jack  Steinberg. 

After  a  recess  period  and  lun¬ 
cheon,  the  afternoon  se.ssion  fea¬ 
tured  a  discussion  of  aluminum  sup¬ 
ply  by  Mr.  K.  D.  Waide,  Admini.s- 
trative  Manager  of  the  Chicago  Di.s- 
trict  of  Aluminum  Company  of 
America.  Mr.  Waide  indicated  that 
the  temporary  embarrassment  in 
supply  was  due  partly  to  constantly 
changing  estimates  of  military  re¬ 
quirements  and  in  some  cases,  to 
the  unnece.s.sary  hardships  result¬ 
ing  from  the  switch  from  voluntary 
allocations  to  definite  orders  which 
threaten  to  put  some  segments  of 
civilian  production  out  of  bu.sines.s. 

Association  Commended 

He  commended  the  action  of  the 
Association  in  formulating  an  or¬ 
ganization  which  can  act  collective¬ 
ly  because  his  experience  in  the 
present-day  situation  in  Washing¬ 
ton  indicated  that  piecemeal  efforts 
by  individual  manufacturers  did 
not  promi.se  fruitful  results  among 
the  overworked  officials  of  the 
N.P.A. 

Jack  Orchard  reported  on  the 
collective  efforts  of  the  As.sociation 
in  Washington.  The  present  rumor 
is  that  the  M-7,  Li.st  A  Restrictions 
(Continued  on  Page  24) 
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New  Fixed  Awning 
Made  of  Staytex 

A  sturdy,  dependable  awning — 
which  not  only  takes  the  scorch  off 
the  sun’s  glare,  but  filters  soft  light 
through — has  just  been  introduced 
by  Stahl  Industries,  Inc. 

The  new  product,  called  “Stay- 
lite”,  combines  all  the  advantages 
of  both  fixed  and  movable-type 
awnings.  It  is  made  of  non-critical 
material. 

The  new  awning  is  constructed 
of  “Staytex”,  a  proven  material 
with  a  heat  conductivity  of  only  2 
percent  of  that  of  aluminum.  Con¬ 
sequently,  “Staylite”  filters  heat 
and  glare — at  the  same  time  allow¬ 
ing  a  maximum  of  cool  light  in. 

Staytex  is  stronger  than  steel, 
yet  lighter  than  aluminum.  This  is 
the  .same  type  of  material  being 
u.sed  for  boat  hulls,  skylights  and 
other  structural  items  that  must 
resist  wear  and  elements.  The  new 
awning  will  not  rust,  rot,  mildew, 
warp,  peel,  crack  or  chip. 


It  shades  without  darkening  the 
room  and  doesn’t  require  peirodic 
repainting.  The  “Staj-tex”  process 
seals  the  color  in  permanently. 

An  additional  advantage  of 
“Staylite”,  both  to  dealers  and  cus¬ 


tomers,  is  the  fact  that  each  awn¬ 
ing  is  packaged  completely,  comes 
ready  to  install.  No  skill  is  required 
to  assemble  and  install  the  awning 
to  fit  individual  requirements.  A 
wide  variety  of  color  combinations 
are  available. 


Ornamental  Iron  Railings 

Ornamental  iron  railings  and 
porch  columns  in  16  basic  designs 
are  available  to  dealers  from  Ten- 
nes.see  Fabricating  Co.  They  have  a 
selection  of  75  stock  items  made 
from  the  basic  patterns.  Each  item 
is  as  easy  to  install  as  standard 
woodw’ork,  according  to  the  manu¬ 
facturers. 


Double- Width  Garage  Doors 

Available  in  both  16x7  and  15x7- 
ft.  sizes,  these  sectional-type  over¬ 
head  doors  insure  perfect  door 
balance. 

Doors  feature  adju.stable  brakes 
which  prevent  door  rebound:  track 
support  as.sembly  that  insures 
bind-free  operation ;  offset,  rab¬ 
beted  joints  that  .seal  out  weather; 
tapered  vertical  track,  w'hich  forces 
door  against  jamb  for  weather- 
tight  seal — and,  in  opening,  insures 
easy  gliding  operation.  Made  by 
F'rantz  Mfg.  Co. 


House  Window  Fan 

This  window  fan  with  its  chrome 
trim,  bone  white  baked  enamel  fin¬ 
ish  and  curved  top  is  designed  for 
cooling  average-size  five  to  six 
room  homes:  large  apartments; 
commercial  and  industrial  estab¬ 
lishments. 

It  has  an  output  of  .‘5,900  cu.  ft. 
per  minute  and  can  be  used  for 
exhaust  or  intake  purpo.ses.  Size 
is  28-5/;52  X  25-3/82  x  12-in.  Its 
deep  pitched,  belt-driven,  six  blade 
fan,  insures  smooth,  quiet  efficient 
operation.  A  '  i.-h.p.  motor  offers 
automatic  overload  protection  and 
filters  radio  noises.  Known  as  the 
24-in.  \V-390  Rex  Headliner,  it  has 
a  tight-mesh  .safety  grille  and 
comes  with  9-ft.  plug-in  cord. 

Made  by  Air  Controls,  Inc. 

^ 

New  Metal  Casement 
Gasket  Seals  Window 

New  Draftite  Gasket  positively 
seals  metal  ca.sement  windows  from 
winter  drafts,  water,  dust ;  cuts 
heating  co.sts.  Draftite  is  al.so  u.sed 
to  seal  out  summer  heat  in  air- 
conditioned  homes  and  offices. 


Vinyl  gasket  slips  snugly  around 
inside  edge  of  metal  window  frame. 
F’lexible  lip  at  top  of  gasket  pres.ses 
(Continued  on  Page  40) 
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BUILDING  SPECIALTIES 


Tile  Technics 


By  J.  ARTHUR  MONTGOMERY 


Curved  Surface 
nie  Installations 

FEW  days  ago  one  of  our  new¬ 
er  plastic  dealers  asked  me  if  it 
was  practical  to  attempt  an  instal- 
ation  over  a  curved  wall  surface  in 
a  new  modern  home  on  w'hich  he 
was  bidding  for  the  rather  exten¬ 
sive  tile  w’ork. 

There  was  a  large  curved  ply¬ 
wood  wall  separating  the  dining 
nook  from  the  kitchen  and  another 
similar  wall,  though  small  in  size, 
in  the  master  bathroom  and  the 
radii  of  both  curves  would  necessi¬ 
tate  cutting  each  4V2"  tile  into  two 
or  three  segments  if  the  tile  were 
to  be  applied  flat. 

Small  Pieces  Unsightly 

Since  the  architect  on  the  job 
was  of  the  opinion  that  so  many 
small  pieces  would  be  unsightly,  he 
insisted  that  if  tile  were  u.sed  it 
would  have  to  be  bent  to  the  re¬ 
quired  shape  so  that  full  tile  could 
be  used  throughout  the  wall  area. 

Having  made  a  similar,  though 
much  smaller  installation  myself, 
some  five  years  ago,  1  was  able  to 
assure  him  that  this  type  of  work 
could  be  done  and  in  fact  has  been 
done  by  several  of  our  dealers. 
Their  experience  and  mine,  how¬ 
ever,  indicates  that  such  work 
should  be  avoided  when  possible  be¬ 
cause  of  the  great  amount  of  time 
that  will  be  wasted  in  the  task  of 
bending  the  tile  to  the  right  degree 
of  curvature. 

Since  in  this  ca.se  a  great  deal 
depended  on  his  making  this  in- 
.stallation,  my  friend  w’as  anxious 
to  do  it  and  I  explained  to  him  that 
because  our  plastic  tile  is  injection 


molded,  the  temperature  neces.sary 
to  soften  the  tile  for  bending  is  low 
enough  to  enable  one  to  do  .so  with¬ 
out  extensive  equipment. 

All  that  is  necessary  is  a  pan  of 
water,  the  means  for  heating  .same, 
a  wooden  block  curved  to  the  re¬ 
quired  arc,  and  patience.  When  the 
tile  has  .softened  sufficiently  it  is 
placed  on  the  block,  pres.sed  into 
shape  and  held  for  about  a  half 
minute  to  cool  and  to  solidify.  It 
will  probably  be  necessary  to  have 
the  curvature  of  the  block  sharper 
than  the  required  shape,  since  the 
tile  has  a  tendency  to  straighten 
out  somewhat,  but  once  a  few 
pieces  have  been  successfully 
curved  it  is  simply  a  problem  of 
keeping  the  water  temperature  at 
the  required  level  and  duplicating 
repeatedly  the  immersion  and  cool¬ 
ing  period. 

Since  we  have  been  discussing 
the  form  of  bending  of  plastic  tile, 
this  would  seem  to  be  an  opportune 
time  to  mention  an  electrical  device 
now  on  the  market  with  which  it 
is  possible  for  the  contractor  to 
make  his  own  kind  of  tile  and  tap 
tile  for  use  over  sheet  rock. 

Three  Advantages 

Devices  of  this  type  provide  at 
least  three  obvious  advantages  to 
tho.se  using  them.  They  .save  the 
dealer  money,  since  molded  corners 
and  tap  are  more  expensive  than 
the  full  tile  which  are  bent  to  the 
desired  depth;  they  simplify  his 
inventory  in  that  he  need  only  flat 
tile,  some  of  which  can  be  bent  for 
corners;  and  they  eliminate  the 
possibility  of  color  variance  be¬ 
tween  corners  and  field  tile,  since 
both  are  cut  of  the  .same  pattern. 


After  an  emory  wheel  has  taken 
a  small  amount  of  material  from 
the  back  of  the  tile  where  it  is  to 
(Continued  ov  Page  37) 


Storm  Windows  and  Stripping 
Reduce  Hot  Air  Leakage 

Storm  windows  and  weather 
.stripping  are  pretty  well  described 
in  the.se  pairs  of  diagrams  from  the 
University  of  Illinois  Small  Homes 
Council,  as  to  just  what  they  ac¬ 
complish  in  controlling  air  in  and 
out  of  window  cracks. 


POORLY  FITTED  WINDOW 
NO  WEATHERSTRIP 


Without  Storm  With  Storm 
Window  Window 

AVERAGE  WINDOW 
NO  WEATHERSTRIP 


Without  Storm  With  Storm 
Window  Window 

GOOD  WINDOWS 
WEATHERSTRIPPED 


Without  Storm  With  Storm 
Window  Window 


The  figures  on  each  window  in¬ 
dicate  the  cubic  feet  of  air  leakage 
per  hour  for  every  foot  length  of 
crack  around  the  sash.  You  can 
apply  such  figures  to  your  windows 
to  learn  how  much  warm  air  from 
your  house  is  squirming  out  the 
joints,  while  you’ve  been  paying  to 
heat  it.  This  di.sappearance  of  air 
from  your  house  to  the  outdoors  is 
one  of  the  family  of  heat  lo.sses. 
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Take  the  heat  off  your  castomers  with 


Shade  Screens 

And  yon'U  make  plenty  of  profits  this  summer 


and  mosquitoes.  Visibility  through 
this  type  of  .screening  is  also  ex¬ 
cellent.  While  its  verticals  are 
noticeably  thicker  than  those  of 
ordinary  .screening,  it  has  only  two 
per  inch  while  regular  insect 
.screens  have  16. 

Basically,  the  shade  screen  acts 
like  a  fixed  outside  Venetian  blind. 
The  down  slant  of  the  louvers  pre¬ 
vent  the  direct  rays  of  the  sun  from 
entering  through  a  window  and  in 
this  way  can  actually  lower  the 
temperature  inside  a  room  by  as 
much  as  ten  to  fifteen  degrees. 


Since  the  louvers  are  fixed  they 
do  not  shut  out  the  sun’s  rays  at 
all  time.s.  However,  the  angle  of 
the  sun’s  rays  varies  throughout 
the  day  and  they  are  hottest  at  their 
higher  angles.  Thus,  at  sunri.se  and 
sunset  they  are  almost  horizontal 
while  at  noon  they  are  vertical.  It 
is  during  the  hours  from  about  8 
A.  M.  to  4  P.  M.  during  the  summer 
when  the  day  is  hottest  and  it  is 
at  these  times  that  shade  .screening 
effectively  shuts  out  the  sun. 

Keeps  Out  Rays 


From  Data  Furnished  By 
IngersoU  Kool  Shade  Div. 
Borg-Womer  Corp. 


(JHADESCREENING  is  rapidly 
growing  in  popularity  as  more 
and  more  dealers  begin  to  realize 
the  profit  potential  in  this  very  im¬ 
portant  building  specialty.  Becau.se 
it  combines  the  functions  of  a  fly 
.screen  with  those  of  a  sun  shade  yet 
provides  adequate  visibility  and 
ventilation  it  has  great  appeal  to 
home  owners  and  businessmen  who 
want  to  improve  their  commercial 
properties. 

Has  Louvers 

In  case  you  are  not  familiar  with 
this  product,  do  not  confu.se  it  with 
woven  wire  flyscreen.  Shade  screen¬ 
ing  is  made  from  a  thin  sheet  of 
aluminum  (or  bronze)  usually  of 
.016  gauge.  It  is  slotted,  stamped 
and  formed  .so  that  it  consi.sts  of 
numerous  tiny  louvers  set  at  a  17° 
angle.  The  louvers  are  about  one 
inch  in  width  arranged  in  vertical 
rows  .so  that  there  are  17.4  louvers 
to  the  inch.  In  compari.son,  ordi¬ 
nary  insect  screening  has  16  hori¬ 
zontal  wires  to  the  inch  while  fine 
insect  screening  has  18. 

Shade  .screening  is  thus  perfectly 
adequate  for  the  purpose  of  exclud¬ 
ing  in.sects,  especially  hou.seflies 


Multitude  of  tiny  louvers  in  shade 
screen  keeps  out  the  sun’s  rays. 


Thus  when  the  sun  rises  about 
35  per  cent  of  its  rays  are  kept  out. 
In  the  early  morning  about  60  per 
cent  is  shut  out  and  by  mid-morn¬ 
ing  about  85  per  cent  is  held  back. 
From  10  A.  M.  to  4  P.  M.  all  direct 
rays  are  .shut  out.  In  the  late  after¬ 
noon  and  at  about  6  P.  M.  the  sun 
will  again  penetrate  the  screen  but 
by  this  time  its  rays  are  not  as  hot 
as  they  are  from  10  A.  M.  to  about 
4  P.  M.  and  at  least  35  to  60  per 
cent  is  held  back  during  this  later 
period  of  the  day. 

In  Spring  and  Fall  shade  screen¬ 
ing  will  let  in  the  early  morning 
and  late  afternoon  sun  when  the 
warmth  is  very  welcome  but  shuts 
out  the  heat  of  the  mid-day  sun 
when  it  is  really  hot.  While  the 
direct  rays  of  the  sun  are  shut  out, 
(Confiinicd  on  Page  26) 
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BUILDING  SPECIALTIES 


B.  S.  REPORTER . . . 


O.  B.  Gould  Joins  Paramount 
As  Factory  Representative 

Oscar  B.  Gould  has  joined  the 
Paramount  Aluminum  Products 
Corp.  as  factory  representative 
covering  New  England,  New  York 
and  New  Jersey.  In  addition  to 
the  above  activities  he  has  opened 
a  KD  plant  at  425  Third  Avenue, 
Brooklyn,  N.  Y.,  to  manufacture 
the  Paramount  door. 

Mr.  Gould  has  been  in  the  heat¬ 
ing  and  oil  burner  busine.ss  for 
many  years  and  was  sales  manager 
for  domestic  sales  for  Pierce.  But¬ 
ler  &  Pierce  and  Richardson  & 
Boynton  boilers  and  heating  sys¬ 
tems.  He  is  a  veteran  of  both 
World  Wars  and  was  an  officer  in 
the  20th  Armored  Division  in 
World  War  II. 

*  •  * 

Kaiser  To  Moke 
Aluminum  Extrusions 

Kai.ser  Aluminum  &  Chemical 
Corporation  anounoed  its  entry 
into  the  aluminum  extrusion  indus¬ 
try  w’ith  a  plant  to  be  opened  at 
Halethorpe,  Maryland,  near  Balti¬ 
more,  to  alleviate  the  nation’s  criti¬ 
cal  .shortage  of  aluminum  extru¬ 
sions  for  the  military  and  e.ssential 
civilian  manufacturing. 

Kaiser  Aluminum  could  e.stab- 
lish  its  new  extrusion  organization 
at  Halethorpe,  rehabilitate  the 
plant  and  begin  production  of  tho.se 
products  determined  as  most 
urgently  needed  for  the  national 
defense  program  within  60  to  90 
days  after  pos.session  is  taken  of 
the  plant. 

“Extrusions  are  the  fastest  de¬ 
veloping  branch  of  aluminum 


processing,’’  Henry  Kaiser  said. 
“Our  first  immediate  objective  is 
to  help  meet  the  definite  extrusion 
shortage  and  the  growing  needs 
for  more  capacity.’’ 

The  Halethorpe  plant  has  an  an¬ 
nual  capacity  of  30,000,000  pounds 
of  aluminum  billets  and  16,000,000 
pounds  of  extrusions,  besides  mag- 
ne.sium  casting  facilities  and  forg¬ 
ing  equipment. 

«  «  * 

Broinord  Steel  Appoints 
Richard  K.  McCreery 

Brainard  Steel  Company,  War¬ 
ren,  Ohio,  a  subsidiary  of  Sharon 
Steel  Corporation,  Sharon.  Penn- 
.sylvania,  has  appointed  Mr.  Rich¬ 
ard  K.  McCreery  as  General  Sales 
Manager.  Mr.  McCreery  comes  to 
Brainard  Steel  fro  mthe  Munising 
Wood  Products  Company,  Chicago. 
Illinois,  manufacturers  of  con¬ 
sumer  and  industrial  hardward 
products.  He  has  been  Sales  Man¬ 
ager  of  the  Chicago  firm  since 
1946. 

At  Brainard  Steel  Mr.  McCreery 
will  direct  sales  of  the  Brainard 
Steel  Strapping  System,  F^lectric- 
welded  Mechanical  Steel  Tubing, 
Electro-galvanized  Strip  Steel,  and 
Building  Products,  including  Tel- 
0-Posts,  Steel  Strong  Posts,  and 
Area  walls. 

*  *  ♦ 

Reynolds  Lets  Contract 
For  New  Corpus  Christi  Plant 

Reynolds  Metals  Company  has 
awarded  the  contract  for  the  con- 
•struction  of  its  $80,000,000  alumi¬ 
num  reduction  plant  in  Texas  to 
Henry  C.  Beck  Company,  of  Dallas, 
and  H.  R.  Hender.son  &  Company. 


of  Marshall,  Texas.  The  announce¬ 
ment  was  made  today  by  R.  S. 
Reynolds,  Jr.,  President  of  Rey¬ 
nolds  Metals  Company.  VV’ork  is 
scheduled  to  begin  immediately. 

L.  P.  Favorite  Appointed 
Mgr.  by  Alcoa 

Lewis  P.  Favorite  has  been 
named  manager  of  Aluminum  Com¬ 
pany  of  America’s  New  York  Dis¬ 
trict  Sales  office,  succeeding  Ed¬ 
ward  B.  Wilber,  who  has  been 
elected  president  of  America’s 
Lumber  &  Treating  Company  at 
Chicago,  111.  Mr.  Favorite  will  as¬ 
sume  his  new  duties  March  1.  Mr. 
Favorite,  who  has  been  serving  as 
I'roduct  manager  in  charge  of  the 
sale  of  die  castings  for  Alcoa,  is  a 
veteran  of  more  than  23  years’ 

service  with  the  company. 

»  *  <: 

New  Chicago  Area  Plant 
Addition  for  Fiat 

Fiat  Metal  Manufacturing  Com¬ 
pany  has  announced  a  new  addi¬ 
tion  to  the  company’s  plant  located 
in  Franklin  Park,  III.,  a  clo.se-in 
suburb  of  Chicago.  The  addition 
to  this  completely  modern  factory 
(occupied  by  Fiat  only  a  year 
ago)  is  expected  to  be  completed 
by  April  1,  1951.  Taking  the  form 
of  two  giant  bays  and  designed  to 
maintain  the  same  architectural 
appearance  as  the  original  build¬ 
ing,  the  new  structure  provides  for 
a  50  per  cent  expansion  of  manu¬ 
facturing  facilities,  making  the 
Franklin  Park  factory  one  of  the 
largest  plants  of  its  type  in  the 
shower  cabinet  industry. 

{Contivufd  on  Page  .39) 
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How  to  Write  Eiiective  Letters 

Modern  offices,  fluorescent  lights, 
streamlined  furniture — and  elec¬ 
tric  typewriters  clicking  off  letters 
full  of  phrases  that  date  from  the 
quill  pen.  The  man  who  speaks 
friendly,  simple  colloquial  English 
will  often,  when  it  comes  to  writing 
a  letter,  string  together  the  dust¬ 
iest,  stiffest,  1880  model  cliches 
that  chill  the  reader  as  .soon  as 
“the  undersigned,”  as  he  chooses  to 
call  his  dignified  self,  begins  to 
“beg  to  acknowledge.”  There  are  no 
“rules”  for  good  letter  style. 
“Style”  will  be  determined  by  the 
character  of  the  letter-writer  if  he 
expresses  himself  in  clear,  direct, 
everyday  language  that  conveys 
his  meaning  concisely  and  infor¬ 
mally. 

Here  are  .some  expressions  inap¬ 
propriate  to  modern  letter-writing 
style:  acknowledge  receipt  of  (say 
thank  you  for)  ;  according  to  our 
records  (we  find) ;  agreeable  to 
your  request  (as  you  asked  us)  ; 
at  the  pre.sent  time  (now  or  just 
now) ;  at  your  earliest  convenience 
(as  .soon  as  possible) ;  deem  it  ad- 
vi.sable  (think  it  wise) ;  due  to  the 
fact  that  (because  or  since) ;  upon 
reviewing  our  records  (we  find). 

By  H'.  P.  dr  Millr.  m  BASKISG. 

♦  «  « 

They're  Getting  Married 

There  are  seven  million  more 
families  in  the  United  States  than 
there  were  10  years  ago.  This  indi¬ 
cates  an  increa.se  of  one-fifth  in 
the  number  of  families  as  against 
one-eighth  in  population. 

In  1940  unmarried  men  repre¬ 
sented  35  percent  of  the  country’s 
population.  Now  but  26  percent  re¬ 
main  single.  Only  20  percent  of  the 
female  population  is  unmarried  as 
compared  with  28  percent  10  years 
ago. 

Just  think  what  this  means  to 
business  people  with  things  to  .sell 
— building  .specialties,  for  instance. 
When  people  get  married  they 
must  have  .some  place  to  live.  Many 
of  them  are  prime  prospects  for 
storm  windows  and  other  products. 
Stick  this  in  your  hat  and  make 
up  your  mind  that  there  is  business 
to  be  had  if  that  business  is  sought 
out  in  the  proper  manner. 


:  : 
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Win  ifou  he  able  io  HOLD 
Salenmen  durim§ 


Are  current  shortages  of  materials  jeopardizing  )our  business? 
Are  )ou  seeking  a  profitable,  permanent  business  in  which  supplies 
are  unlitnited  ?  Do  \ou  w  ant  to  handle  a  product  that  is  profitable 
at  all  times— in  war  or  in  peace? 

If  )ou  are,  and  if  )ou  are  financially  stable  ...  have  a  good 
community  reputation  ...  and  are  willing  to  take  on  a  full-time 
business,  here  is  a  real  opportunity. 

The  Lagle-l’icher  Company,  manufacturer  of  nationally  famous 
Lagle-l’icher  Mineral  Wool  Insulation,  oilers  a  limited  number  of 
exclusive  contractor  franchises.  Offers  these  franchises  now  ...  at 
a  time  when  our  already  successful  contractors  are  entering  what 
should  prove  to  be  their  most  profitable  year. 

Threats  of  fuel  shortages  make  insulation  particularly  easy  to  sell. 
And  this  business  enjo\s  a  verj  enviable  position  in  view  of  current 
credit  restrictions  on  man)  other  consumer  products. 

An  tagle-l’ichei  Home  Insulation  Franchise  means  that  you  get 
your  own  assigned  sales  territory.  It  means  that  )ou  are  the  contrac¬ 
tor  for  a  nationally  adverti.sed  product  that  is  a  basic  need  in  our 
economy  .  And  it  means  that  you  are  furnished  hard  hitting,  effective 
merchandising  programs,  aggressive  advertising  and  sales  promo¬ 
tion  campaigns  plus  the  rejiutation  of  a  nationally  known  company 
with  a  respected  name  in  home  insulation. 

W  rife  today  for  com /dele  information  on  profit  oppor¬ 
tunities.  Address  your  letter  to  the  Building  Insulation 
Department. 


CACIE 

Ea 

PKHER 


THE  EAGLE-PICHER  SALES  COMPANY 

American  Building,  Cincinnati  (1),  Ohio 


Kitchens 

(Continued  from  Page  17) 

one  is  used  for  w'ashing  and  other 
activities  that  require  more  water, 
while  the  shallower  bowd  is  excel¬ 
lent  for  rinsing,  draining  and  in¬ 
cidental  duties.  A  sliding,  remov¬ 
able  drainboard  serves  as  a  cover 
for  either  bowl. 

A  food  waste  disposer  may  be 
installed  in  any  of  these  sinks.  This 
extra  equipment  provides  a  sani¬ 
tary  way  of  getting  rid  of  mealtime 


refuse. 

Many  sinks  are  all  cabinet 
models.  Sinks  with  enclosed  cabi¬ 
net  space  below  not  only  hide  un¬ 
attractive  plumbing,  but  furnish 
the  much-desired  storage  space  for 
cleaning  supplies  and  equipment 
where  they  are  needed  most. 

The  sturdy,  white-enameled  steel 
drawers  and  shelves  under  the 
drainboards  help  complete  the  sink 
as  a  work  center.  They  save  time 
and  steps  by  providing  space  for 
(Continued  on  Page  35) 
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BUILDING  SPECIALTIES 


Write  or  Wire  for  More  Details 


BELSON  CO.,  Inc. 


Miin  Offices: 

27  Mountem  W. 

Worcester  6,  Mass.,  Phone:  64391 


Laboratory : 

70  Vesey  St..  N.  Y.,  N  Y. 


tfs  «««*'• 

This  modern  way  to  resurface, 
after  years  of  research  develop-  , 
ment,  is  now  available.  Valuable 
franchise  rights  are  now  being  I 
granted  to  qualified,  sales-minded  | 
concerns. 


BELSONIZE  OFFERS 
NEW  HORIZONS 


And  Many  More  Attractive  Features 

The  word,  Belsonize,  describes  the  application  of  special  durable  plastic 
coatings  for  most  any  surface.  These  coatings  are  applied  in  a  variety  of 
textures  and  colors  with  automatic  low  pressure  equipment  replacing  old 
fashioned  methods. 


•  Exclusive  Franchised  Territories 

•  Patented  Exclusive  Equipment 

•  Ten  Years  of  Research 


•  Dramatic  Sales  Potentials 

•  As  Revolutionary  as  combination 
windows  were  12  years  ago. 

•  Profits  —  Profits  —  Profits 


Awning  Mfrs. 

(Continued  from  Page  18) 

may  be  eliminated  in  the  near  fu¬ 
ture.  He  mentioned  the  joint  efToii.s 
in  Washington  and  fine  cooperation 
between  his  Association  and  the 
Metal  Storm  Sash  Institute,  in  the 
person  of  Charles  Hunter. 

Some  progress  has  already  been 
evidenced  in  the  inclusion  of  alu¬ 
minum  among  the  items  subject  to 
a  coming  supply  investigation  and 
the  Association  is  ready  to  prose¬ 


cute  appeals  to  call  to  the  attention 
of  officials  in  Washington  the  effect 
of  the  present  program. 

Mr.  Orchard  and  his  col¬ 
leagues  have  done  a  fine  job 
in  W’a.shington  for  the  entire 
metal  awning  industry.  They 
have  given  unstintingly  and 
unselfishly  of  their  time  and 
effort  in  defending  the  inter¬ 
ests  of  every  manufacturer, 
distributor,  and  dealer  in  the 
awning  business.  Their  efforts 
combined  with  those  of  other 


fabricators  have  resulted  in  a 
substantial  alleviation  of  the 
grim  aluminum  .situation.  As 
the  initiators  of  the  first  meet¬ 
ing  of  awning  manufacturers 
at  which  the  formation  of  an 
as.sociation  was  first  discussed, 
the  editors  of  BUILDING 
SPECIALTIES  take  this  occa¬ 
sion  to  congratulate  all  the 
members  of  this  new  organiza¬ 
tion.  The  association’s  activi¬ 
ties  are  bound  to  be  of  great 
help  not  only  to  manufacturers 
but  also  to  their  distributors 
and  dealers. 


J.  J.  Lennon,  Chairman  of  the 
Membership  Committee,  reported 
that  there  were  now  65  paid  mem¬ 
bers  and  that  their  mailing  list  now 
numbered  around  150.  The  respon.se 
of  the  indu.stry  to  the  actions  of  the 
As.sociation,  thus  far,  was  consid¬ 
ered  to  be  very  encouraging. 

Committees  were  appointed  to 
work  on  Federal  Legislation;  Ma¬ 
terial  Procurement:  dissemination 
of  information  on  Defense  Work; 
consolidation  of  Building  Codes  to 
eliminate  burdensome  local  restric¬ 
tions;  a  Seal  of  Approval  and  a 
Code  of  Ethics;  a  Public  Relations 
program  to  sell  the  public  at  large 
on  metal  awning;  exchange  on  in¬ 
formation  on  Technical  Proce.sses; 
and  a  drive  to  secure  additional 
members  to  support  the  collective 
effort  of  the  association. 

Resolutions  were  passed  by  the 
General  Assembly  empow’ering  the 
Officers  of  the  Association  to  se¬ 
cure  legal  counsel  in  all  actions  con¬ 
templated  by  the  As.sociation  and 
to  .secure  the  services  of  a  qualified 
person  to  coordinate  the  business 
and  affairs  of  the  As.sociation  on  a 
full-time  ba.sis. 


^  What  Products  Should  t 

I  Specialty  Dealers  Sell  ' 

'  In  This  Period  of  Shortages?  ) 

f  Send  Your  Suggestions 

j  to  , 

BUILDING  SPECIALTIES  / 

)  425  4th  Avenue  ' 

>  New  York  16,  N.  Y.  / 


April,  19bl 
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OPPORTUNITY 

Zephyr  redwood  awnings  can  be  a  real  opportunity  for  you,  if  you 
are  a  capable  operator.  Here  are  the  facts:  decide  for  yourself. 

pAOT  #1  Zephyr  i$  one  of  the  most  poputor  trode-morkcd  ownings  in  the  United  States. 

■  nu  I  I  Licensed  monufocturcrs  ond  their  dcolers  during  the  year  1950  sold  in  excess  of 

$3,000,000  volume. 

FAPT  Zephyr  owning  is  mode  under  U  S.  Reissue  Potent  No.  21,053.  Its  potented 

rflUl  **'&  construction  repels  heat  ond  ^lore,  odmits  light  ond  oir.  Zephyr  gives  oll'Scoson 

service.  The  summer-time  cooling  foctor  of  Zephyr  ownings  is  tongible.  Zephyr  is 
mode  in  many  styles  ond  oil  colors  for  windows,  porches,  ond  doors;  ideol  for 
commcrciol  buildings  os  well  os  residences. 

FACT  Zephyr  is  notionolly  advertised  in  such  mogozmes  os  Better  Homes  &  Gordens  ond 

iflUl  «l  House  Beoutiful.  Good  selections  of  litcroture  ond  odvertising  mots  ore  ovoiloble, 
television  spot  film,  etc. 

CAPT  ^4  Zephyr  deolers  ore  making  money.  They  hove  o  product  of  proved  soleobility. 

rnwl  If  ,1  g  noturol  worm-wcother  complement  to  the  roofing,  siding,  storm  window,  ond 

insulotion  business. 

FACT  55  No  shortage  of  motcriol.  We  hove  o  plont  in  Colifornio. 

*Aanufoctur  ng  franchises  are  still  open  for  the  fallowing  trade  areas:  Indianapolis,  Fort  Wayne, 
Toledo,  Buffalo  ond  Upper  New  York  State.,  Central  Massachusetts,  Providence,  R.  I.,  Harrisburg, 
Pennsy/vonro,  area,  and  a  few  others.  For  informertion  address  John  L.  Fricson,  General  Manager, 
National  yentiloted  Awning  Company,  605  Hall  Street,  Dallas,  Tenos. 


Storm  Window  Mfrs. 

(Continued  from  Page  11) 

lion  take  this  occa.sion  to  con¬ 
gratulate  all  the  members  of 
the  organization  and  wish 
them  every  success.  We  are 
confident  that  it  will  he  of 
benefit  to  all  manufacturers 
and  their  distributors  and 
dealers. 

The  a.ssociation  will  be  known  a.s 
the  National  Combination  Storm 
Window  and  Door  Institute,  Inc. 
Charles  E.  Hunter  of  the  Hunter 
Mfg.  Co.,  Bristol,  Pa.,  was  elected 
president.  Other  officers  are: 

Allan  M.  Douglas.s,  General  .Man¬ 
ager  of  Ingersoll-Koolshade,  Storm 
Shade  Division  of  Borg-Warner 
Corporation  of  Chicago,  was  elect¬ 
ed  as  Vice-President:  A.  J.  Zap- 
pone,  President  of  Keystone  Alloys 
Company,  Latrobe,  Pennsylvania, 
Second  Vice-President;  Jack  Lip- 
man,  President  of  the  Warner  Man¬ 
ufacturing  Company  of  New  York 
City,  Secretary-Treasurer. 

Charles  E.  Hawkins  and  S.  C. 
Svvan.son,  both  of  New  York  City, 
were  appointed  legal  and  public 
relations  counsel  respectively. 


Sprayed  Asbestos 

(Continued  from  Page  12) 

the  home  owner  afterwards.  Since  ! 
the  material  does  not  spatter,  it 
does  not  leave  any  drops  around  to 
di.scolor  surrounding  areas.  Ex¬ 
perience  has  shown  that  highly 
trained  old  line  salesmen  are  not 
necessary  for  this  sort  of  work 
and  it  is  therefore  easy  to  obtain 
young  men  for  the  job  who  require 
very  little  in.struction. 

No  great  investment  is  needed 
for  the  necessary  equipment.  A 
compressor  must  be  used  in  the 
work  but  this  can  be  rented,  if 
desired,  or  purcha.sed  for  $1,000. 
The  rest  of  the  equipment  co.sts 
about  $300  and  the  profits  from 
two  jobs  can  easily  pay  for  a 


compressor.  Application  is  so 
.simple  that  a  mechanic  can  be 
trained  in  one  day  at  a  .school 
maintained  for  that  purpo.se.  A 
special  spray  gun  for  heavy  ma¬ 
terial  is  used.  Once  the  pressure 
is  turned  on  and  the  hose  is  con¬ 
nected  to  the  asbestos  mixture,  the 
mechanic  .simply  sprays  it  on  the 
wall  with  .steady,  parallel  overlap¬ 
ping  strokes.  Two  men  can  finish 
a  hou.se  in  a  day. 


The  siding  job  can  be  financed 
with  FHA  approved  loans  and  thus 
presents  no  ob.stacle  to  sales  for 
financial  reasons.  Many  dealers 
are  using  this  type  of  .siding  under 
a  franchise  sy.stem  and  making 
plenty  of  profit.  The  aggressive 
and  alert  specialty  dealer  looking 
for  new  products  in  this  period  of 
shortages  will  not  fail  to  look  into 
this  very  valuable  and  profit-pro¬ 
ducing  siding. 
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BUILDING  SPECIALTILB 


Your  Business  will 
have  a  better 
chance  to  flourish 


1001  profit¬ 
building  ideas 
on: 


TAXES 
RETAILING 
PRICING 
FINANCING 
MAIL  ORDER 
CREDITS 
arc.,  etc. 


premisei  rhii  great 
new  business  guide 
by  J.  K.  Lasser 


I^OW.  J  K.  l^SFPr  hRt>  M'rtttfn  a 
nw  Kuld^Kioli  niieritllv  for 
propfirtor*  and  appralon  at  Fmall 
■loTAi.  fartorl«.  and  apnlrp  rom- 
paniAR  that  Rhimn  ho«  to  hiiv.  «pII. 
manufacture,  npcratc.  rontm! 
handle  all  parts  af  y»ur  biislnass 
batter.  In  It.  you  will  Hnd  an 
amasina  Hat  of  dna  and  ilnn'tR-- 
idoas.  methods,  pointer*,  to  help 
the  small  businessman  not  only  stay 
in  business,  hut  also,  more  impor¬ 
tant.  make  a  satisfactory  profit.  In 
the  form  of  <‘herk  lists  and  tirief. 
fact-filled  statements.  the  hook 
corers  ererythina  from  how  to  cet 
roorl  records  and  check  a  customer's 
rredlt  ...  to  how  to  train  new 
salespeople,  and  lay  out  a  plant. 
l*rt«(Vits  etrr>  opportunity  for  btiiid- 
Int  business— plups  ererj  hsiphole 
for  escaping  profits. 


Just  Published! 


HOW  TO  RUN  A 
SMALL  BUSINESS 

I  By  |.  K.  Usscr.  C.  F.  A. 

Adjunct  Professor  of  Taxation,  Chairman. 
Institute  on  Federal  Taxation, 

New  York  University 

350  pages,  6x9,  $3.95 

boi*  Is  a  valuable,  realistic  guide  to  sound,  protlt- 
'  able,  enduring  Imslness  managenient.  In  I«asser's  well 
krtown  crisp,  direct  style,  you  are  shewn  not  only  what  to 
do.  iHjt  also  wbftt  net  to  do.  Tlie  liook  points  out  guiding 
fumiaraentali  of  good  practice,  and  just  as  pMltlvelr  fn 
dicaies  how  to  attdd  making  the  mistakes  others  have  made. 
('o\ers  marketing,  planning.  Anaming.  accounting,  opart- 
tion.  and  contml— prmidlug  tested  techniques  fr.wn  business. 
Urge  and  small. 


Tn  thta  (took  J.  K.  Lasser 
cttvers  all  the  avenues  and  by¬ 
ways  you  can  follow  for  exam¬ 
ination  of  your  business  in  all 
of  its  parts.  Whether  your 
whole  merchandisinK  program 
nee*is  strengthening  or  you  need 
a  lirtter  grade  of  help  -whether 
you  are  trying  to  buy  a  whole 
business  or  just  want  to  build 
tip  a  gi>od  mailing  list — whether 
veil  could  benefit  from  more  in- 
fonnative  accounting  and  rec¬ 
ords  or  from  better  lighting  in 
your  plant— the  guiding  facts 
you  need  are  here,  from  the 
experience  of  a  man  who  has 
con.sulted  intimately  with  hun¬ 
dreds  of  businesses.  Imth  healthy 
and  ailing. 


1 3  big  socf  ions 

provkk  scoras  of 

idaos  an: 

•  Haw  fa  Build 
far  Prafifs 

•  Haw  Bast  ta 
Hondia  Yaur 
Cradit  and  ln> 
stollmafif  Salas 

•  Haw  ta  Buy 
an  Establishad 
Businast 

•  Haw  ta  Oparata 
a  Stara  Matt 
Etficiantly 

•  Haw  ta  Maka 
P  r  a  t  i  f  t 
in  Whalasaling. 
ate. 


30%  More  Leads 

(Continued  from  Page  14) 
number  of  inquiries  from  the  ads 
was  high. 

Besides  the  30  per  cent  bonus 
in  inquiries  that  publicity  stories 
can  give  you  directly,  they  offer 
an  important  additional  benefit. 
Every  salesman  can  clip  out  the 
stories  from  the  newspaper,  and 
show  them  to  all  of  their  prospects. 
People  believe  in  and  have  con¬ 
fidence  in  what  they  see  in  news¬ 
papers.  Reading  about  your  prod¬ 
uct  in  the  news  columns  of  their 
own  local  paper  will  give  you  a 
head  start  in  making  the  sale. 

Many  manufacturers  provide 
their  dealers  and  distributors  with 
publicity  stories  like  these  written 
especially  to  help  you  build  sales. 
It’s  up  to  you  to  make  use  of  them 
to  give  you  a  bigger  share  of  the 
profit  “pie”. 


Shade  Screens 

(Continued  from  Page  21) 

reflected  glareless  light  is  admitted 
and  the  room  is  never  dark. 

Shade  .screening  is  an  efficient 
protection  against  the  sun’s  heat 
becau.se  it  is  an  EXTERIOR  bar¬ 
rier.  Venetian  blinds  which  afford 
more  privacy  and  are  more  flexible 
.since  they  have  adjustable  slats  are 
not  as  efficient  in  holding  back  the 
.sun’s  heat  behind  a  clo.sed  window. 
The  sun  shining  directly  on  the 
naked  window  pane  quickly  heats 
the  air  trapped  between  the  blind 
and  the  glass  which  pours  into  the 
room  between  the  slats. 

On  the  other  hand  the  shade 


In  every  way— subject  mat¬ 
ter,  classification,  treatment  — 
the  tiook  is  planned  and  written 
to  give  you  practical  informa¬ 
tion,  quickly. 

For  the  retail  or  wholesale 
Inisiness,  the  small  plant,  the 
service  company,  this  is  an 
unusual  book  — >  an  automatic 
“memory**  for  the  planner,  a 
stimulator  for  every  manager, 
and  most  of  all  a  guide  for 
every  reader  who  wants  to  put 
his  business  firmly  on  the  road 
to  steady  progress  and  reason¬ 
able  pnifits. 


•  How  to  Avoid 
Fronds  by  Em« 
ploycos*  Ciis* 
tomors  ond 
Otbors 

•  How  Good  Tox 
Managoment 
Con  Ificroato 
Your  Not  Profits 

•  How  to  FinofKt 
Your  Busifioss 

•  How  to  Pioffi  tho 
Bost  Insurofico 
Program  tor 
Your  Buslnots, 
Etc. 


S«fi^  Order  end  Cfteclr  to: 
BUILDING  SPBCIALTIES 
425  FourHi  Avonuc 
Now  York  16,  N.  Y. 


screen  keeps  the  sun’s  rays  off  the 
gla.ss  and  thus  prevents  the  heat¬ 
ing  of  the  air  directly  behind  the 
window  pane.  This  is  not  an  argu¬ 
ment  again.st  Venetian  blinds  which 
are  indispen.sable  for  privacy  and 
ventilation  especially  at  night  when 
there  are  lights  on. 

To  get  an  idea  of  how  important 
it  is  to  shut  out  direct  sun  rays  in 
summer  here  is  a  table  based  on  an 
actual  ca.se. 

(Continued  on  Page  28) 


How  You  Con  Judge 
Sales  Ability? 

Here  are  some  main  points  that 
should  be  considered  in  as.sessing 
the  differences  between  a  succe.s.s- 
ful  .salesman  and  an  unsucce.ssful 
one: 

1.  Right  Attitudes  —  The  best 
sale.smen  like  selling  because  it  pro¬ 
vides  them  with  an  opportunity  to 
show  what  they  can  do  by  hard 
work.  The  weak  .salesmen  often  like 
.selling  because  they  see  it  as  ea.sy 
work  that  gives  them  freedom  to 
.spend  their  time  as  they  please. 

2.  Motivation — The  be.st  .salesmen 
are  striving  to  be  leaders  in  their 
field.  Weak  salesmen  are  often  sat¬ 
isfied  with  a  mediocre  showing. 

3.  Stability  —  Good  salesmen  are 
steady  in  their  performance  and 
maintain  a  constant,  persistent  ef¬ 
fort.  Weak  salesmen  are  often  er¬ 
ratic  and  unreliable  in  perform¬ 
ance.  4.  Maturity — Top  .salesmen 
are  independent  and  have  ability 
to  stand  on  their  own  feet.  Weak 
.salesmen  lack  .self-control  and  the 
ability  to  use  their  energy  effec¬ 
tively  on  the  job.  5.  Aptitude  for 
selUug — The  be.st  .salesmen  like 
selling  and  have  the  personality 
qualities  which  make  interpersonal 
contacts  a  pleasure  for  them.  They 
are  extroverted,  confident  and  so¬ 
ciable.  The  less  successful  .sale.s¬ 
men  are  often  .sensitive,  worri- 
■some,  and  lacking  in  confidence. 

—  /?v  Jark  //.  MiQuaiu, 
in  Tfl'F.  F!\A\’CIAL  FOSl 

«  «  « 

I  Lost  the  Sale  Because  My 
Prospect  Wouldn't  Say  "Yes" 

I  made  a  good  sales  presentation, 
and  I  know  my  prospect  was  sold. 
But  I  made  the  fatal  mistake  of 
waiting  for  him  to  say,  “I’ll  buy 
it.”  I  sat  around  waiting  for  a 
break.  My  pro.spect  followed  the 
most  natural  of  all  courses,  and 
said.  “That’s  fine.  I’ll  let  you  know 
when  I’m  ready.”  Having  sold  him¬ 
self  that  idea,  he  mentally  con¬ 
gratulated  himself  on  his  own  bril¬ 
liance.  Then,  when  I  a.sked  him  for 
the  order,  I  offended  him.  I  had 
questioned  the  intelligence  of  his 
deci.sion. 


Ready  for  the  future 


Rapid  sales  growth  of  popular  Cermak  plastic  wall  tiles 
made  it  necessary  for  us  to  secure  expanded  facilities  to  handle 
increased  Cermak  sales  and  warehouse  operations.  Though 
raw  material  supplies  have  been  curtailed  and  our  customary 
inventory  depleted,  we  are  prepared  for  the  return  to  normalcy 
and  are  now  in  a  position  to  give  our  dealers  better  service 
than  ever  before. 

We  are  doing  everything  in  our  power  to  take  care  of  our 
present  dealers  equitably.  Although  we  cannot  take  on  new 
Cermak  dealers  at  this  time,  we  urge  you  to  acquaint  yourself 
with  the  many  advantages  of  our  Cermak  and  Cleveland  Bevel- 
Edge  styles  of  tile.  Let  us  show  you  how  our  exclusive  under¬ 
gate  injection  moulding  makes  every  tile  stronger  .  .  .  gives 
better  color  control  for  all  marbelized  effects.  Proven  accept¬ 
ance  makes  the  Cermak  line  of  plastic  wall  tiles  a  strong  profit 
builder  for  your  future  sales  plans.  a-mh 
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Weaiher-Tiie's 

GETTER 


Note 

the 

NEW 

Picture 

Frame 

Style! 


Here's  WEATHER-TITE’S  new, 
improved,  eye-appealing  combina¬ 
tion  window.  All  the  time  tested  ad¬ 
vantages  that  have  made  WEATHER- 
TITE  famous  for  easy  profitable 
sales — plus  the  beautiful  new  picture 
frame  style  molding  that  will  add 
glamour  to  any  home. 

•  Finatl  klln-driad  California 

Radwead  . .  . 

•  RulH-in  vanlilofor  of  na  as- 

Ira  charge  .  .  . 

•  fatiesi  af  all  la  intlall  .  .  . 

•  Throe  weak  maximum  de¬ 

livery  .  .  . 

•  ANradlva  mots  and  sales 

aids  la  Increase  your 

greRls. 

Get  on  the  Profit  Band  Wagon!  Get 
WEATHER-TITE,  the  Combination 
Windows  and  Doors  that  have  all 
the  features.  Dealer  franchises  are 
still  available  in  cities  where  we  are 
not  now  represented. 

WRITE  •  WIRE  •  PHONE 


WeaeiiekTiee 

1859  East  63rd  Street 
Cleveland  3,  Ohio 
Express  1-2816 


Shade  Screens 

(Continued  f  rom  Page  26) 

Heat  Gain  Thru  Walls . 13993  BTUs 

Tafal  Heat  (12  people) .  4800 

Sun  Load  On  Roof .  4862 

Outside  Air  (IVi  changes).  .  .  7850 

Sun  Load — Glass  Block .  2583 

Sun  Load — Glass  Windows.  .  .  19600 

In  this  case  the  installation  of 
shade  screening  reduced  the  heat 
load  through  the  glass  windows  to 
1960  BTUs  or  10  per  cent. 

In  another  case  a  manufacturer 
with  offices  that  faced  southeast 
installed  a  %.  H.P.  room  cooling 
unit  for  the  office  staff.  But  it 
proved  to  be  inadequate  to  reduce 
heat  in  the  hot  days  of  early  sum¬ 
mer.  After  the  application  of  shade 
screening  there  was  an  enormous 
reduction  in  the  amount  of  heat 
pouring  into  the  room  through  the 
closed  windows  and  the  cooling  unit 
was  able  to  do  the  job  it  had  been 
designed  for. 

It  is  possible  to  name  a  tremen¬ 
dous  number  of  business  and  manu¬ 
facturing  firms  that  have  installed 
shade  screening.  The  reason  is  that 
this  type  of  screening  cuts  down  on 
air-conditioning  costs,  reduces  heat 
in  non-cooled  rooms,  lessens  fatigue 
of  workers,  and  cuts  down  on  build¬ 
ing  costs  caused  by  sun  damage. 

Offers  Broad  Field 

This  is  an  item  which  therefore 
offers  the  dealer  a  very  broad  field 
in  the  commercial  market  as  well 
as  tremendous  residential  sales 
possibilities.  To  the  home  owner 
dealers  can  offer  protection  in  the 
form  of  w'indow  screens  and  screen 
enclosed  porches.  Most  people  who 
screen  their  open  porches  have  pro¬ 
tection  against  insects  in  mind. 
They  rely  on  the  overhang  of  the 
roof  to  shade  them  from  the  sun. 
Unfortunately,  while  this  gives 
them  some  protection  it  is  at  its 
maximum  only  at  high  noon.  In  the 
early  part  of  the  morning  and  after¬ 
noon  much  sunlight  slants  in  under 
the  roof  and  a  large  part  of  the 
porch  always  has  patches  of  sun 
on  it,  especially  if  the  porch  faces 
southeast  or  southwest. 

Porch  floors  are  often  of  stone  or 


combinotion  windows  ond  doors 
.  .  first  choice  of  coreful  buyers 


COMBINATION 
100%  Extruded 
ALUMINUM 


STORM 

& 

SCREEN 

DOOR 


Avoiiobie 
with  or 
without 
decorotive 
grille 
insert 


ALUMINUI^ 

WnWvU  PRODUCTS  CORP. 


Fleldstone  7-1658 

N»mu  Terminal  Road,  NEW  HYDE  PARK.  L.  I. 


out  LUCK* 

CUSTOMERS 


NASH  ALUMINUM  COMBINATION  WIN¬ 
DOWS  AND  DOORS  HAVE  ACHIEVED  A 
HIGH  PLACE  IN  THE  INDUSTRY  —  ALL 
NASH  CUSTOMERS,  DISTRIBUTORS 
AND  DEALERS  HAVE  ENJDYED  A  FINE 
PROFITABLE  BUSINESS  WITH  US.  NOW 
THAT  ALUMINUM  IS  BANNED,  THIS 
GREAT  ORGANIZATION  WITH  ITS  MANY 
EXCELLENT  CUSTOMERS— YES,  THESE 
LUCKY  CUSTOMERS  WILL  CONTINUE 
IN  BUSINESS  WITH  NO  INTERRUPTION. 
THE  NEW,  THE  ENTIRELY  DIFFFERENT 
WOOD  WINDOW,  A  NEW  INVENTION 
IN  WINDOWS  WILL  SOON  BE  AVAIL¬ 
ABLE. 

NASH  MANUFAaURING  COMPANY 

LONG  BRANCH,  N.  J. 
BRANCHES; 

NEWARK,  N.  J.  •  BALTIMORE  •  PHILA. 
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concrete  which  heat  up  tremen¬ 
dously  and  this  is  also  true  of  the 
metal  outdoor  furniture  often  used 
in  this  part  of  the  house.  With 
shade  screens  most  of  this  is  elim¬ 
inated,  insects  are  kept  out,  and  a 
soft,  glareless  light  and  cool  breezes 
make  the  porch  a  place  of  pleasure ! 

Application  is  very  simple.  Old 
wood  frames  can  easily  be  re¬ 
screened  or  the  material  can  be 
purchased  in  rolls  and  applied  to 
large  areas  for  screened  porches. 
Stock  sizes  with  wood  or  metal 
frames  are  available  to  meet  almost 
any  need.  As  a  money  maker  this  is 
indeed  a  profitable  item  for  dealers 
and  one  which  has  real  appeal  for 
home  owners  and  managers  of 
commercial  properties. 

Television 

{Continued  from  Page  13) 

rigid  construction,  are  light  in 
weight  and  riveted  and  bolted  to 
stand  high  winds.  Delivery  by  the 
commentator  is  casual  and  infor¬ 
mal.  The  usual  signature  line  is 
tagged  on  at  the  end,  giving  name, 
address  and  phone  number. 

Newspaper  space  is  used  in  the 
morning  daily  and  two  evening  pa¬ 
pers  about  once  a  week.  The  copy  is 
well  illustrated  with  sketches  of 
the  different  types  of  awnings  used 
for  windows,  porches,  patios,  or 
stores.  The  accompanying  text 
gives  a  detailed  description  of  the 
product,  its  advantages,  color  com¬ 
binations  and  so  on.  In  the  corner 
is  a  coupon  which  provides  leads 
for  salesman’s  follow-up  calls. 

The  direct-mail  campaign  con¬ 
sists  of  the  sending  out  of  post¬ 
cards  with  a  copy  of  the  firm’s  bro¬ 
chure  of  awnings  in  colors  at  pe¬ 
riodic  intervals  to  home  owners. 
Heaviest  mailing  is  in  March  and 
April.  The  return  card  gives  the 
name  and  address  for  salesman’s 
leads. 

Backing  up  all  of  this  many- 
sided  promotion  efforts,  is  a  sales 
organization  which  is  the  product 
of  careful  recruitment,  training 
and  finally  checking  at  the  point  of 
{Continued  on  Page  30) 


it  Rigid  Construction  it 

it  Extra  Large  Lift  it 

it  No  Unnecessary  Gadgets  it 

it  Simplicity  it 

it  Noise  and  Draft-Free  it 


All  Extruded  Aluminum 
Top  and  Bottom  Ventilation 
Triple  Action 
Custom  Built 

Full  Length  Interlocking  Meeting  Rail 


A  Few  Choice  Territories  Stiii  Open.  WRITE  TODAY! 


228  NEW  STREET 


WA  2-7808-3566 


PHILADELPHIA.  PA. 
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DEAL  DIRECT.  .  . 

SAVE  THE  DIFFERENCE" 
Slondard  sizes  for  all  makes  of  Steel 
Casements  •  Proiected  —  Pivoted — 
Basement  or  Utility  Windows. 

STEEL  OR  ALUMINUM  FRAMES 

Immtdiat.  Shipment  —  lowest  Prices  •  Ash 
About  Koiser  Shade  Screening  in  Alwminem 
Frames— Keeps  Rooms  Up  to  20  Degrees  Ceolori 

The  A.  W.  BARNHART  CO. 

138  HIGHLAND  STREET  •  PORT  CHESTER,  N.  Y. 
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Television 

(Continued  from  Page  29) 

sales.  The  company  considers  itself 
a  professional  group  of  trained  en¬ 
gineers  and  as  such  sends  out  its 
outside  repre.sentatives  only  after 
they  have  a  thorough  knowledge 
not  only  of  .selling  it.self  but  of  the 
product  they  represent. 

The  key  man  in  this  .set-up  is  the 
checker.  He  goes  over  all  dimen¬ 
sions  of  an  order  and  is  thoroughly 
familiar  with  the  in.stallation 
problem.  When  the  .sale  comes  in 
the  checker  goes  over  the  dimen¬ 
sions  as  supplied  by  the  .salesman, 
calls  on  the  cu.stomer  and  makes 
whatever  adju.stments,  if  any  on 
the  size  that  he  deems  advi.sable. 

New  Salesman 

The  new  .salesman  starts  off  by 
.spending  three  or  four  days  with 
this  checker.  Then  he  familiarizes 
him.self  with  the  work  of  the  in.stal¬ 
lation  crew  by  spending  a  day  at 
the  company’s  plant  at  Milford, 
Virginia.  From  there  he  goes  out 
w’ith  other  salesmen  for  about  three 
or  four  days  to  ob.serve  how  they 
go  about  it. 

The  men  are  trained  as  engineers 
as  well  as  salesmen.  Thus  they  are 
provided  with  all  the  tools  of  their 
profession  such  as  measuring  tapes, 
rules  and  tools  as  well  as  order 
blanks  and  various  finance  plans. 

Supplementing  this  is  a  loose- 
leaf  handbook  of  various  awning 
installations  of  the  company 
throughout  the  country.  The.se  pic¬ 
tures  are  all  in  color  and  provide 


"Worth  its  weight  in  gold." 

"We  think  your  Manual  is  terrific.' 
"The  Bible  of  the  Industry." 

That’s  What  Dealers  Say  About 

ROOFING,  SIDING  AND 
BUILDING  SPECIALTIES  MANUAL 

1951  Edition 
Now  on  Sale! 

$3  a  Copy 

Order  Today  From 

BUILDING  SPECIALTIES-425  Fourth  Are.,  N.  Y.  C. 


COMPLETE 
SECTIONS  ON 

■k  Advertising  and  Selling 
ir  Management 
ir  Attic  and  Kitchen  Fans 
•k  Wallboard  and  Wall  Tile 
ir  Storm  Sash  and  Screens 
ir  Weatherstripping 

ir  Siding 

and  many  others 


j  vivid  details  not  only  of  the  prod- 
j  uct,  but  of  the  background  in  which 
i  it  is  placed  such  as  the  painting  of 
,  the  hou.se  and  the  landscape  sur¬ 
rounding  it.  Color  combinations  are 
!  shown.  There  is  also  another  break¬ 
down  in  the  types  such  as  for  home 
i  applications  and  commercial  u.ses 
I  including  offices,  factories,  stores, 

I  apartments  and  hotels. 

For  the  first  90  days  a  new  man 
is  put  on,  his  efforts  are  closely 
i  watched  by  the  checker  personally. 

I  In  keeping  with  their  busine.ss  phil- 
I  (Cmitinued  on  Page  32) 
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you  CAN  TURN  A  SHORTAGE 
INTO  AN  OPPORTUNITY! 

STAY  III  THE  WmPOIIIf  BUSillESS...THE  SELLIlie’S  FIWE! 

These  days,  it  rakes  a  super-charged  student  of  the  crystal  ball  even  to  guess  what’s  going 
to  happen  next  week  or  next  month.  But  there’s  a  sure-fire  way  to  make  sure  that  orders 
restricting  the  use  of  aluminum  won’t  cut  into  your  storm  window  business. 

SWITCH  TO  WOOD!  SWITCH  TO  STORM  MASTER! 

Wood  is  plentiful.  Wood,  despite  its  many  uses,  will  remain  in  good  supply.  That 
means  you  can  do  a  successful,  profitable  job  of  selling  redwood  storm  windows  without 
fear  that  short  supply  is  going  to  catch  you  with  your  plans  down. 

We’ve  been  successfully  making  and  marketing  wood  storm  windows  since  1941.  Our 
facilities  are  capable  of  an  even  greater  manufacturing  volume  .  .  .  enough  for  a  number 
of  fast-moving  distributors  who  want  to  protect  the  businesses  they’ve  built. 

In  addition,  we  have  developed  and  designed  the  finest  redwood  self-storing  storm  window 
on  the  market.  We  know  it  can  do  a  profitable  job  for  you. 

You  can  turn  the  aluminum  shortage  into  immediate  opportunity  by  gearing  your  business 
to  the  big.  ready  market  for  redwood  storm  windows.  You  can  do  it  quickly,  successfully 
by  doing  business  with  us.  There  are  territories  still  open  to  qualified  distributors,  so 
play  it  smart.  Call,  wire,  write  or  better  yet,  make  a  trip  to  our  offices.  It’ll  be  well  worth 
yoar  while! 

STORM  MASTER  CORPORATION 


1817  E.  HIGH  AVENUE 


YOUNGSTOWN,  OHIO 
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eOULtvA^l 


B.  B.  LESSAM  &  ASSOCIATES 


2917  Cariifie  Ave.,  Cleveland  15,  Ohio  National  Sales  Distributor  Phone:  superior  1-5800 


Television 

(Continued  from  Page  30) 

osophy  of  serving  as  trained  engi¬ 
neers  and  not  mere  order  takers, 
a  new  salesman  is  emphatically  told 
that  he  must  try  to  sell  the  cus¬ 
tomer  what  the  company  thinks  he 
or  she  needs  and  not  what  the  cus¬ 
tomer  believes  is  best  suited  to  his 
purpose. 

This  approach  is  followed  be¬ 
cause  a  customer  is  not  aware,  usu¬ 
ally,  of  the  detailed  knowledge  of 


awning  construction  and  should 
rely  for  assistance  upon  the  com¬ 
pany.  Mr.  Conrad  pointed  out  a 
typical  example. 

“Let’s  take  a  double-pitch  awn¬ 
ing  with  a  double  break  for  case¬ 
ment  windows  opening  out,’’  he 
.said.  “This  type  is  more  expensive 
than  a  single  pitch  but  more  bene¬ 
ficial  in  the  long  run.  If  a  customer 
insists  on  single  pitch  we  swing 
him  around  to  our  point  of  view 
and  in  the  long  run  leave  him  more 
satisfied,  while  at  the  same  time  we 


know  that  we  have  made  a  more 
.sati.sfactory  installation.’’ 

This  training  process  of  break¬ 
ing  in  a  new  salesman  usually  la.sts 
over  a  six-months  period.  Becau.se 
of  the  variability  of  human  nature 
there  are  no  arbitrary  rulings  in 
this  training.  Sometimes  a  man  will 
pick  up  right  away  and  the  checker 
does  not  need  to  make  any  changes 
in  his  orders,  or  the  other  way 
around.  The  men  are  paid  on  a 
.straight  commission  basis. 

Has  Six  Salesmen 

Kool  Vent  of  Virginia  has  six 
.salesmen  in  its  home  office  in  Wash¬ 
ington.  At  the  branch  office  in 
Richmond,  Virginia,  there  are 
three  men;  at  the  Norfolk,  Vir¬ 
ginia  branch  one  man;  and  at  the 
Charlottesville,  Virginia  branch 
one  man.  Although  no  offices  are 
maintained  at  Emporia  and  Black- 
stone,  both  in  Virginia,  one  man 
each  is  stationed  there.  Maryland 
.sales  are  handled  out  of  the  Wash¬ 
ington  office.  A  tractor  -  trailer 
brings  material  from  the  plant  to 
the  various  areas. 

'This  firm  is  independently  owned 
and  operated  although  it  has  the 
franchise  of  a  national  organiza¬ 
tion.  It  was  established  in  Wash¬ 
ington  5  years  ago.  Officers  are: 
Dr.  J.  O.  Boyle,  president;  Jay 
Peterson,  .secretary-treasurer;  and 
S.  J.  Sillaman,  vice-president. 


Testimonials? 

You  Can  Get  Them! 

Has  it  ever  occurred  to  you  that 
testimonials  from  satisfied  .  .  . 
pleased  .  .  .  customers  will  enable 
you  to  make  additional  sales?  Can 
it  be  that  you  are  overlooking  this 
very  important  factor  in  your  busi¬ 
ness?  If  .so,  why  not  begin  at  once 
to  obtain  these  expressions  of  good¬ 
will  and  satisfaction  from  persons 
to  whom  you  have  sold  your  prod¬ 
ucts.  Oftener  than  not  your  pros¬ 
pect  will  be  easier  to  sell  just  be¬ 
cause  her  or  his  neighbor  has 
bought. 


i 
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Hints  To 
SALESMEN 


Making  call  backs  on  custom¬ 
ers  to  whom  you  have  success¬ 
fully  sold  your  product  has  many 
advantaj^es.  Experienced  salesmen 
often  use  this  method  of  getting 
new  leads.  Shortly  after  the  in¬ 
stallation  has  been  completed  the 
salesman  calls  on  his  recent  cus¬ 
tomer  apparently  to  inquire  wheth¬ 
er  everything  is  satisfactory.  If 
this  is  the  case,  and  it  usually  is, 
the  customer,  flushed  with  the  pride 
of  a  new  possession,  is  apt  to  be  in 
a  most  friendly  mood. 

*  *  * 

In  this  atmosphere  of  good  u'ill 
requests  for  the  names  of  friends 
and  neighbors  who  might  be  good 
prospects  are  generalhj  given  with¬ 
out  any  hesitation.  Another  angle 
on  the  call  back  method  is  that  it 
permits  you  to  demonstrate  your 
good  will  and  sincerity  by  adjust¬ 
ing  any  complaints  that  might  have 
arisen  as  a  result  of  an  misatis fac¬ 
tory  in,stallation  for  which  the  cus¬ 
tomer  is  apt  to  blame  you  even 
though  it  is  not  your  fault. 

*  *  * 

Practice  the  demonstration  of 
your  product  as  if  you  were  an 
artist  preparing  for  the  most  im¬ 
portant  concert  of  your  career. 
Work  in  front  of  a  mirror  with 
your  sample  in  hand  and  keep  re¬ 
peating  it  over  and  over  again  un¬ 
til  you  are  satisfied  that  your  per¬ 
formance  is  absolutely  flawless. 
Even  the  most  experienced  sales¬ 
men  go  a  little  stale  once  in  a  while. 
Try  your  technique  out  on  the  boss 
or  your  fellow  salesmen  once  in  a 
while.  Their  criticism  will  be  very 
helpful. 

Equally  important  is  a  clean  and 
orderly  sample  case  and  a  sample 
which  works  as  it  is  supposed  to. 
If  your  sample  isn’t  working  per¬ 
fectly  and  jams  or  sticks  in  the 
middle  of  a  demonstration,  you 
will  find  it  hard  to  sell  the  cus¬ 
tomer. 


requited  .  •  q.. 


“  does  it 


shingles,  Thefe’s  no  liner  Caulking  ug^jen  or  stain,  and 

porf  »  7'  'n“ast  dlsUWar. 

eo. 

I.™*-;  r 
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'TOURS  FOR  THE  ASKING" 
_ See  Page  34 _ 


SUBSCRIBERS  DESIRING 
CHANGE  OF  ADDRESS 

Is  your  magazine  addressed  cor¬ 
rectly?  Examine  the  wrapper,  and 
notify  BUILDING  SPECIALTIES, 
425  Fourth  Ave.,  New  York  16, 
N.  Y.,  if  you  desire  any  change. 
Please  send  back  the  old  wrapper, 
and  the  new  address,  and  allow 
about  five  weeks  for  the  change. 
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BUILDING  SPECIALTIES 


Build  Up  Your  Volume 
With  Added  Products  i 


This  coupon  will  bring  you  the  latest 
literature  and  facts  about  any  product  that 
you  think  you  can  sell.  If  you  are  planning 
to  expand  your  business  volume  by  adding 
another  specialty  to  your  present  line  of 
products,  check  the  items  that  interest  you 
and  mail  to  Building  Specialties,  425  Fourth 
Avenue,  New  York  16,  N.  Y.  No  obligation 
on  your  part  is  implied. 


Fill  in — Tear  off — and  Mail 

April,  1951 

BUILDING  SPECIALTIES 
425  Fourth  Avenue 
New  York  16,  N.  Y. 

Send  me  tacts  on  the  items  checked. 

□  Aluminum  Combination  Doors 

□  1  &  2-Track  Aluminum 

Comb.  Windows 

□  Triple  Track  Aluminum  Combinations 

□  Plastic  Awnings 

□  Fixed  Metal  Awnings 

□  Wood  Slat  Awnings 

□  Metal  Canopies 

□  Wood- Metal  Combination  Windows 

□  Wood  Combination  Windows 

□  Wood  Combination  Doors 

□  Aluminum  Wall  Tile 

□  Shower  Doors  &  Tub  Enclosures 

□  Aluminum  Casement  Screens 

□  Steel  or  Wood  Casement  Screens 

□  Aluminum  Casement  Storm  Sash 

□  Metal  Casement  Storm  Sash 

□  Sprayed  Plastic  Siding 

□  Sprayed  Asbestos  Siding 

□  Sectional  Overhead  Garage  Doors 
n  Plastic  Wall  Tile 

□  Vertical  Blinds 

□  Ornamental  Iron 

□  Sprayed  Insulation 

□  Caulking 

□  Plastic  Weatherstripping  for  Metal 

Casements 

□  Storm  and  Screen  Door  Hardware 

□  Aluminum  Coating  Service 

□  Radiator  Enclosures 

□  Glazing  Compound 

□  Mineral  Wool  Insulation 
Venetian  Windows  and  Jalousies 

Other  Items . 

Send  me  Bldg.  Specialties,  12  months, 

$3.00  □ 

Name . 

Firm  . 

Position  . 


Address 
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Kitchens 

(('onfiniit'd  from  Pane  23) 

cookiiiK  utensils,  stai)les,  and  tow¬ 
els.  A  sliding  drawer  is  specially 
desiKiied  to  hold  towels  or  heavy, 
bulky  equipment ;  another  type  has 
handy  compartments  for  cutlery; 
-still  another  type  has  a  built-in 
breadbox.  Drawers  slide  easily  on 
brass  runners  even  when  fully 
loaded.  Doors  and  drawers  are 
soundproof. 

There  are  many  other  features 
to  look  for  in  choosing  a  sink.  F'or 
instance,  it  is  important  to  .see  that 
there  is  plenty  of  room  for  toes  and 
knees  when  one  stands  at  this  work 
center. 

Drainboards  deserve  examina¬ 
tion,  too.  Naturally,  they  should  be 
designed  to  direct  water  into  the 
sink  bowl.  The  Hutes  should  be 
wide-spaced,  but  narrow,  so  that 
glasses  and  plates  set  evenly  with¬ 
out  rocking.  Some  sink  cabinets 
have  a  removable  cutting  board  to 
be  used  on  top  of  the  drainboard 
when  that  type  of  working  surface 
is  desired. 


Sink  Design 

How  well  the  sink  is  designed  to 
control  splashing  is  another  con¬ 
sideration.  A  back-.splash  built  into 
the  sink  top  .saves  spotting  of  walls. 
A  faucet  attachment  that  mixes  air 
bubbles  into  the  .stream  of  water 
cuts  splashing. 

Chrome  faucets  and  other  metal 
fixtures  will  keep  their  shining  fin¬ 
ish  and  never  rust.  A  swinging 
faucet,  through  which  both  hot  and 
cold  water  flow,  permits  correct 
adjustment  of  water  temperature 
for  each  job.  This  type  of  faucet 
may  be  swung  from  one  position 
to  another  for  convenience. 

A  .soap  dish  built  into  the  sink 
top  and  a  removable  .soap-box  hold¬ 
er  in  the  cabinet  under  the  sink 
keep  cleaning  supplies  handy  and 
are  them.selves  ea.sy  to  clean. 

A  crumb-cup  .strainer,  a  wire 
dish  basket,  and  a  spray  attach¬ 
ment  are  e.specially  desirable  sink 
accessories  and  deserve  a  word  of 
iCoiifinued  on  Page  36) 


Assure  Your  Future  Now!  Plan 
For  "The  Day  After  Tomorrow" 
By  Deciding  Today  . . . 


WHICH  IS  THE 
FIHEST,  QUALITY 
COMBIHATIOH 
WIHDOW 


C 


COMBINATION  TRIPIE-TRACK  WINDOWS 


WITH  AHY  OTHERS! 

When  shortages  and  restrictions  are  gone,  an  exclusive  franchise  for  selling 
Arlite  in  your  territory  will  be  one  of  the  most  valuable  assets  you  can  have. 
Decide  this  for  yourself  by  comparing  Arlite  with  any  other  combination 
windows  you  choose.  Write  in  now  for  the  Arlite  Comparison  Chart,  then 
decide.  Plan  for  your  future  by  inquiring  today.  Ask  if  your  territory  is  still 
open.  If  it  is,  "stake  your  claim."  There's  no  obligation.  An  Arlite  franchise 
can  be  a  "gold  mine"  for  you  when  business  returns  to  normal.  Write  in  now, 
and  let's  talk  it  over. 


M-SecU  CORPORATION 

1300  Batavia  Avenue,  Royal  Oak,  Michigan 


ASSEMBLE  These  Aluminum  Combination 
Storm  Windows  YOURSELF. 

NO  EXPENSIVE  EQUIPMENT  NEEOEO! 

Smart  dealers  are  buying  V'-Seal  knocked- 
down,  "picture  frame”  windows — assembling 
them  themselves  and  pocketing  the  savings. 
Assembly  of  these  sturdy  windows  is  easy 
— only  SI 0.00  worth  of  tools  necessary. 
Anyone  can  do  it — in  the  shop  or  on  the  )ob. 
Installation  is  just  as  simple.  New,  exclusive 
V-Seal  "picture  frame”  construe- 
tion  fits  all  modular  windows — 
gives  weathertight  fit — ends  costly 
on-the-job  fitting  and  adjustment. 


Ivy  at  DistrAvtars  Prkes  .  .  .  Moke 

CMabiaed  Distrhvtcr,  Dealer  omI  Retdler's  Preft  ~  ~~ 

All  V-Seal  products — Aluminum  Combination  TUm  CdmofafC  IfMC  of 
Windows.  Storm  Sash  for  Steel  Casements  and  jtj  . 

Basement  Sash  can  be  bought  knocked  down — a 

feature  that  makes  it  possible  for  you  to  sell  them  Combination  Storm  Windows 
lower,  yet  make  more  profit.  8*“»  Storm  S«li  tor  Stool 

Eostorn  Divisioa,  47S  Bolmont  Sj?!."*"”  """ 

Aw«n«Mo  H«l«dofi,  N«w  j«rMy  Wlndpwi. 

Wpstprii  Division,  1134  S.  4th  Stroot,  St.  Louis,  Missouri 
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Manufacturing  Co.,  Lancaster  2,  Pa. 


BUILDING  SPECIALTIES 

Kitchens 

{Conthiued  from  Page  35) 
explanation. 

The  crumb-cup  strainer  can  be 
lifted  out  and  all  deposit  easily 
emptied.  This  not  only  quickens  the 
cleaning  of  the  sink,  but  also  helps 
to  prevent  clogged  drains.  In  addi¬ 
tion,  a  crumb-cup  strainer  serves  as 
a  drain  stopper  and  enables  the 
homemaker  to  wash  dishes  in  the 
sink  without  using  a  dishpan.  The 
cup  drops  down  into  place  to  hold 
the  water  in  the  bowl.  It  is  of  great 
convenience  to  have  it  in  both 
bowls. 

Di.shwashing  Aid 

Another  aid  to  di.shwashing  is 
the  rubber-covered  wire  basket 
with  racks.  It  holds  the  dishes  in 
place  securely  and  allows  them  to 
drain  well.  Many  homemakers  rinse 
the  dishes  with  the  hot-water 
spray  after  stacking  them  in  the 
rack,  then  allow  them  to  drain  dry. 
The  rubber  covering  protects  the 
dishes  from  arks  and  scratches. 

The  rinse-spray  attachment  with 
a  flexible  hose  that  slides  out  of 
the  way  when  not  in  use  is  an  inval¬ 
uable  addition  to  the  sink.  Hot 
water  sprayed  on  dishes  placed  in 
the  wire  basket  rinses  the  dishes 
more  effectively  because  it  can  be 
directed  to  the  inside  as  well  as  the 
outside  of  cups,  pitchers,  and  bowls. 
The  spray  is  also  handy  used  with 
cold  water  for  such  jobs  as  cleaning 
many  foods,  particularly  leafy 
vegetables. 

On  The  House 

(Continued  from  Page  9) 

the  order.  What  seems  to  be  in  the 
wind  is  a  Controlled  Materials  Plan 
under  which  the  Government  will 
take  40  to  50  per  cent  of  aluminum 
production  and  allow  the  remainder 
to  be  used  for  civilian  purposes 
without  end  use  restrictions  but 
under  some  allocation  plan.  Wheth¬ 
er  our  industry  will  be  any  better 
off  under  this  plan  than  at  present 
remains  to  be  seen. 
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Tile  Technics 

(Coutituied  from  Page  20) 

be  bent  (to  prevent  bunching),  the 
tile  is  placed  into  a  slot  between 
electrically  healed  plates,  which 
bring  it  to  the  required  tempera¬ 
ture,  and  it  is  then  bent  into  the 
OO-degree  angle.  It  is  claimed  that 
inside  corner  can  be  made  as  well 
as  the  more  common  outside  cor¬ 
ners  and  some  users  are  reportedly 
bending  cove  base  tiles  with  a  45- 
degree  bend  at  the  base. 

«  «  « 

A  matter  of  prime  importance  to 
all  plastic  tile  dealers,  and  to  their 
customers,  and  one  upon  which  a 
majority  of  them  seek  additional 
information  is  that  of  color  consist¬ 
ency  or  matching. 

They  naturally  seek  assurance 
that  a  run  of  pink  tile  (for  exam¬ 
ple)  made  today  will  be  the  same 
as  a  run  of  several  months  past. 
A  new  dealer  may  have  50  or  60 
square  feet  of  a  color  left  over 
because  he  overestimated  the 
amount  of  tile  he  needed  to  do  a 
job  and  when  he  secures  another 
contract  for  the  same  color  requir¬ 
ing,  say,  150  square  feet,  he  wants 
to  be  able  to  use  the  50  feet  in  stock 
and  order  an  additional  100  square 
feet  without  any  fear  of  variance 
in  the  two  deliveries. 

In  order  that  he  may  be  better 
prepared  for  a  discussion  of  this 
pertinent  point  with  architects, 
builders,  and  home  owners  who 
may  bring  it  up,  a  brief  outline  of 
the  steps  taken  to  insure  color  con- 
{Continued  on  Page  38) 


TESTS  PROVE 


1.  REDWOOD  is  one  of  the  world’s  finest  insulators! 

2.  Heat  flows  thru  steel  260  times  as  fast  as  thru 
REDWOOD! 

3.  Heat  flows  thru  aluminum  1160  times  as  fast  as 
thru  REDWOOD! 

4.  REDWOOD  used  by  the  CAMPBELL  SASH 
WORKS  shows  less  shrinkage  and  swelling  than 
concrete! 

o.  REDWOOD,  —  even  under  conditions  that  favor 
decay,  —  is  one  of  the  world’s  most  durable  woods-! 

6.  REDWOOD  DEALERS  show  a  greater  percentage 
of  profit  per  dollar  of  merchandise  sold. 

We  manufaclure  four  different  styles  of  redwood  windows.  You 
will  be  surprised  at  the  low  prire  and  hi)(li  quality  of  our  most 
popular  seller. 

Send  $5.00  for  a  sample  and  prove  to  yourself  that  you  can 
make  more  money  selling  Redwood.  All  sample  money  will  be 
refunded  on  return  of  sample,  if  dissatisfied. 

Write  for  Price  Lists 
Delivery  Anywhere 

THE  CAMPBELL  SASH  WORKS 

2409  WILSON  AVENUE  CAMPBELL,  OHIO 

Phone:  52615 


From  a  letter  just  received  by 

BUILDING  SF’ECIALTIFS 


AIIENCAN  HOME  IMPKOVEMEItT  C 


HOW  ABOUT  YOU? 

Use  the  coupon  now  so  you  do  not  miss  an  issue 


yuj 


BUILDING  SPECIALTIES 

425  Fourth  Avonuo,  Now  York  16,  N.  Y. 

Plooso  sond  mo  BuUdins  Spocioltios  for  ono  your  (12 
monthly  btuot)  ot  $2. 

Bill  Mo  □  or  Chock  EnclotodQ 

My  Nomo  . 

Position  .  . 

Compony  . . 

kddross  . 

□  Doolor  □  DbtribHtor  Othor . 
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BUILDING  SPECIALTIES 


For  the  finest 


Storm  and  Screen  Door  Hardware 


NEW  IDEAL  LATCH 

The  beauty  of  this  latch  is  in  its  design  and 
ease  of  installation  . . .  requires  no  mortising. 
It  closes  silently  and  locks  with  a  convenient 
slide  bolt.  Beveled  escutcheon  plates.  Abso¬ 
lutely  guaranteed  against  breakage.  Latch 
available  in  stainless  steel,  aluminum,  brass, 
bronze  and  steel. 


STAINLESS  STEEL  HINGES 

3''x2?4*’  hinges  for  full  surface,  half  surface 
or  full  mortise  use.  Button  tip,  loose  pin 
type.  Also  made  of  brass,  bronze  and  steel. 

STORM  DOOR  CHAIN 

Relieve  sudden  wind  strain  on  door  and 
hinges.  Single  or  double  safety  spring.  Zinc 
plated.  Stainless  steel  attaching  brackets 
are  available. 


COMPLETe  INFORMATION  PROMPTLY  SENT 

Supplying  most  of  Amorico't  oluminum  door  monu- 
focturort.  Alto  monufocturor*  of  storm  sash  and 
scroon  hordworo. 


BRASS  WORKSeINC. 

250  EAST  5TH  STREET  •  ST.  PAUL  1,  MINN. 


SENSATION  OF  1950  SPECIALTY  SALES 


new 

product 

new 

profits 

new 

interest 

FROM  BUYERS  WHO  CALL 
DEALERS.  TO  ORDER 


Herr  b  a  line  in  a  “demand"  market  with  a  generous,  promotional  profit. 
No  cuMhroat  competition.  Plenty  of  market  for  big  growth.  That’s  why 
Window  Charm,  the  vertical  blinds  that  replaee  curtains,  drapes,  and  ordi¬ 
nary  blinds  gets  the  enthusiasm  of  dealers. 

Women  fall  in  love  with  its  easy-to-elean  fabric  of  a  new  miracle 
material.  They  like  to  rhoose  from  the  more  than  twenty  colors.  Simple, 
patented  mechanism  and  quirk  installation  helps  dealers  get  in  and  out 
quickly,  no  installation  problems.  You  don’t  tie  up  money  in  big  inventories. 
This  is  a  money-making  business! 

See  how  you  can  profit  with  Window  Charm  .  .  .  the  new  window 
decoration  that  is  FH.4  approved,  sold  on  a  national  sales  plan — soon  to  be 
nationally  advertised. 


window 


WRITE  TODAY  FOR  DETAILS 

YOUNGSTOWN  INDUSTRIES.  INC. 
710  so.  STATE  STREET— GIRARD.  OHIO 


Are  Your  Business  Letters 
Loaded  with  Cliches? 

Do  your  busine.ss  letters  sound 
a.s  though  they  had  been  dictated 
by  the  Tin  Man  from  the  Wizard 
of  Oz?  Or  do  you  write  a.s  you  talk, 
in  a  cheerful,  friendly  and  courte¬ 
ous  fashion?  One  way  to  humanize 
letters  is  to  cut  out  u.sing  such 
phrase.s  a.s  “your.s  of  the  3rd  in- 
.stant,”  “beg  leave  to  .say,”  and 
“contents  duly  noted.”  If  you 
aren’t  using  them,  .stay  away  from 
them — they’ll  do  you  no  good.  An¬ 
other  way  to  humanize  letter.s  i.s  to 
be  natural,  to  be  yourself.  The  mo¬ 
ment  some  fellows  turn  on  their 
dictating  machines  or  call  in  their 
stenographers,  they  go  “literary.” 
They  toss  in  a  few  Latin  expres¬ 
sions  and  use  big  words  in  places 
where  small  words  would  be  more 
effective.  What  are  they  trying  to 
do  anyway — write  for  posterity,  or 
write  to  get  results? 

— fiv  /tdtfard  Jo$irs  Kilduff, 

III  S.4Li:s 

Tile  Technics 

(Continued  from  Pa {h  37) 

sistence  would  appear  to  be  indi¬ 
cated. 

When  a  plastic  tile  company  de¬ 
cides  to  include  a  particular  color 
in  its  line,  they  will  usually  seek 
out  the  nearest  owner  of  a  Hardy 
Spectrophotometer.  This  is  an 
elaborate  machine  developed  by  the 
noted  color  researcher.  Professor 
Frank  Hardy  of  Massachusetts  In¬ 
stitute  of  Technology.  These  ma¬ 
chines  are  owned  by  most  of  the 
leading  engineering  schools,  by  all 
of  the  larger  plastic  powder  manu¬ 
facturers  and  by  many  concerns  to 
whom  color  matching  is  of  prime 
importance.  Since  most  of  these 
mahines  are  not  in  continuous  op¬ 
eration,  it  is  usually  possible  to 
have  specimens  analyzed  for  a  very 
rea.sonable  fee. 

Basically  the  principal  of  the 
machine  is  a  simple  one.  A  piece  of 
the  tile  to  be  analyzed  is  inserted 
in  a  .slide  on  the  machine  and  a 
plain  white  specimen  is  in.serted  in 
another  slide.  A  beam  of  light  is  re¬ 
flected  on  each  specimen,  thence  to 
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two  rotatinjr  prisms,  and  finally 
through  two  photoelectric  cells 
which  together  with  additional  ap¬ 
paratus  give  a  comparative  factor 
between  the  two  pieces,  which  in 
turn  is  transferred  by  the  cells  to 
mechanical  energy  to  move  a  stylus 
across  a  graph  paper.  The  curved 
line  that  results  is  called  the  spec- 
trophotometric  curve  of  the  same 
tile  and  is  numbered  and  filed  for 
further  reference. 

Having  the  curve  for  a  given 
color,  it  is  a  simple  matter  for  a 
plastic  tile  molder  to  have  a  sim¬ 
ilar  curve  taken  of  tile  of  the  .same 
color  made  at  any  future  time. 

If  the  curves  do  not  check  exact¬ 
ly,  it  means  that  the  blending  of 
the  powder  for  the  new  run  is  in 
error  and  steps  may  then  be  taken 
to  correct  the  error  before  the  run 
progresses. 

Thus  it  will  be  .seen  that  a  com¬ 
pany  which  makes  u.se  of  these 
techniques  will  be  able  to  assure 
its  dealers  that  they  can  estimate 
their  orders  for  tile  .safe  in  the 
knowledge  that  color  mathcing  is 
no  longer  a  problem. 


B.S.  Reporter 

{Continued  from  Page  22) 

G.  E.  Honn  To  Head 
Research  at  Tremco 

Gordon  E.  Hann  has  been  elect¬ 
ed  Vice-President  in  charge  of  Re- 
.search  and  Manufacturing  of  The 
Tremco  Manufacturing  Company, 
Cleveland  and  Toronto,  according 
to  an  announcement  made  by  Wm. 
C.  Treuhaft,  President. 

Mr.  Hann  will  be  directly  in 
charge  of  re.search  and  manufac¬ 
turing  at  both  the  Cleveland  and 
Toronto  plants.  As.sociated  with 
the  company  since  1932,  he  is  cred¬ 
ited  with  the  development  of  one 
of  the  first  elastic  glazing  com¬ 
pounds,  a  method  of  applying 
asphalt  emulsions  flooring  and  a 
variety  of  other  products  and 
methods  u.sed  in  the  building  main¬ 
tenance  and  con.struction  field. 

{Continued  on  Page  40) 
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beautiful  new 
GLASS  LOUVERED 
with  Eternal  Red  Wood  Frame! 


NEWEST,  FINEST  .  .  .  Already  the  fast¬ 
est  selling  glass  louvered  (Venetian)  Win¬ 
dows  .  .  .  WINDO-TITE  is  a  WINDOW 
designed  and  produced  by  window  men,  who 
know  window  problems. 

You  can  cash  in  on  the  fast  growing  market 
for  glass  louvered  windows.  Their  popularity 
is  spreading  to  every  section  of  the  country. 

Every  building,  old  or  new,  is  a  prospect. 
Endless  applications. ..windows,  doors,  breeze- 
ways,  porch  enclosures,  store  front  ventilators, 
hospitals  and  schools.  Owners  praise  their 
modern  beauty,  utility  and  durability. 
Architects  everywhere  are  specifying  them. 

WINDO-TITE  is  precision-built,with  remov¬ 
able  inside  screens  and  storm  sash.  Standard 
casement  window  stock  sizes;  also  custom  sizes 
to  fit  any  opening.  Simple,  speedy  installation. 

Same  dealerships  still  available.  Write,  today,  giving  full 
particulars  about  your  company. 

LUDMAN  CORPORATION 

DEPT.  BS-4,  P.  O.  BOX  4541,  MIAMI,  FLORIDA 

Manufacturers  of  nationally  known  Auto  Lok  Aluminum  Awning  Windows 


Sxtflum 


Triple  Track 
* — Combination  WINDOWS 


Soles  come  eosy  with  EXCELUM  windows  be- 
couse  you're  sellino  top  quolity.  Engineered 
from  the  finest  extruded  oluminum,  they  hove 
eliminoted  service  colls.  Soles  resistonce  melts 
when  you  show  EXCELUM's  exclusive  feotures 
ond  rigid  construction. 


Cxcelum 


COMBINATION 

ALUMINUM 


WrHo  tor  OotoHa  of  Oiir  OMelbutor  KD  PLAH. 
fxcfnatvo  TorrHoelm. 

Jamaica  Sash  &  Door  (o. 
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MILES  AHEAD  of  PUTTY 


Handle 
this  Wonder  Compound 

^  Unlike  pvtty,  Armstrong's  33  doting  Com> 
pound  is  ILASTIC.  Never  gets  rock-bord. 
Won't  crock,  crumble  or  chip  off  in  service. 
Provides  LASTING  protection. 

^  Inotponsivo  33  works  equolly  well  on  either 
wood  or  metol  sosh,  eliminoting  the  need  for 
you  to  carry  two  grodes  of  putty. 

^  Soil  33  and  you  reduce  inventory,  require  less 
shelf  spoce,  MAKE  MORE  on  every  sole.  If 
your  iobber  con't  supply  you,  write  our  neorest 
plont  for  FREE  somple. 

The  ARMSTRONG  CO. 

Detroit  17  Chicago  9  Dallas  1 

721  South  4th  Street,  Richmond,  Californio 


“add  a  dollar- 
makiaf  sideline 

SAMCOE 

ORNAMENTAL  IRON " 


4  out  of  5  of  your  pres¬ 
ent  homeowner  end  contractor  cus¬ 
tomers  are  prospective  buyers  for 
Samcoe  ornamental  iron  railings, 
porch  columns,  canopy  brackets. 
Kasy  for  your  salesmen  to  sell  from 
new  1951  literature  supplied  by 
^mcoe  for  your  imprinting. 

Salesmen  need  only  take  dimen¬ 
sions  —  Railings  shipped  for  quick 
and  easy  installation.  Add  another 
string  to  your  profit  bow  with  orna¬ 
mental  iron.  Write  for  selling  plan 
and  Bulletin  4-51  today  I 

m.  J.  SAMCOE  IRON  COMPANY 


917  Militory  Rd. 


Kenmort  17,  N.  Y. 


B.  S.  Reporter 

{Continued  from  Page  39) 

Lumite  Screen  Plcms 
Largest  Ad  Drive  in  '51 

The  largest  national  advertising 
campaign  in  screening  history  will 
be  launched  in  1951  by  the  Lumite 
Division  of  the  Chicopee  Manufac¬ 
turing  Corporation  of  Georgia, 
James  Veeder,  advertising  man¬ 
ager,  announced. 

The  campaign  will  feature  both 
full  and  half  pages  in  colors  as 
well  as  black-and-white  in  ten  na¬ 
tional  magazines  during  March, 
April,  May  and  June. 

In  conjunction  with  the  Lumite 
screening  campaign,  The  Dow 
Chemical  Company,  producers  of 
.saran  plastic,  and  The  National 
Plastic  Products  Company,  pro¬ 
ducers  of  the  saran  filament  from 
which  Lumite  is  woven,  will  run 
supplementary  campaigns,  carry¬ 
ing  mentions  of  Lumite  screening. 


New  Products 

(Continued  from  Page  19) 

securely  against  metal  portion  of 
window  frame  containing  glass 
pane  to  form  absolute  seal  where  : 
frame  and  window  come  together. 

Time  required  to  complete  in-  i 
.stallation  on  average  window  open-  ! 
ing  is  about  five  minutes  per  frame.  1 
Only  tool  required  is  a  pair  of  | 
scissors.  Can  be  left  up  the  year  j 
’round  with  no  inconvenience  to  • 
the  homeowner  and  no  fear  of  de¬ 
terioration.  Removed  in  a  jiflFy 
without  damage  to  gasket.  Sold  in  , 
38-inch  lengths  and  are  cut  to  fit  | 
upon  installation.  Manufactured  , 
for  Draftite  Products  Co. 

♦  ♦  ♦ 

Triple-Purpose  Siding 

To  lower  construction  and  labor  ; 
costs.  Bird  &  Son,  Inc.,  have  de-  ; 
veloped  a  siding  that  makes  it  po.s-  i 
sible  to  apply  insulation,  sheathing  ; 
and  exterior  finish  in  one  opera- 
tion. 

Known  as  Bird  MasterWall  Sid-  I 
ing,  it  is  a  lamination  of  two  f/^-in.  i 
thick  insulating  boards,  offset  to  i 


DRAFTITE  GASKET 

for  metal  casement  windows 

MAKE  MONEY 
THIS  SUMMER 

uith  I)R\KH1K  (.\SKK  I  -  for 
meliil  r.iscmciii  ivimlows  —  Sctiiie 
prospects  for  Storm  Windows  ,<•  Dixtrs 

—  Iiisiil.itioii  —  Rcmodcliii"  —  Win¬ 
dow  Si-rtitini'.  etc.  I  he  cosed  sealing 
lip  <m  DR  \f  I  I  I  K.  (,  \SKK  I  -  seals 
out  high  winds— rain— snow— soot— dust 

—  draft".  I  he  inside  leg  on  DR  AF- 
I  I  I  K.  (;  \SKK  I  —  insulates  the  metal 
to  metal  contact  lietween  the  stationary 
frame  and  the  hinged  sent  opening. 
CtHiler  in  summer  —  Warmer  In 
winter  —  sases  on  fuel. 

DEALERS— 

Sample  triol  order  for  overoge  siie  home 
$10.00  RETAILS  —  $18.00,  mstolled  $30.00 
Sofisfoction  guarootced  or  your  money  bock. 
Send  check  or  money  order  for  $10  00 

DRAFTITE  PRODUCTS  CO. 

6  Canterbury  Drive 
Dayton  9,  Ohio 

DISTRIBUTORSHIP  AVAILABLE  IN  SOME  AREAS 


COAT 


EXCLUSIVE 

PROCESS 

. .  .  coats  aluminum  or  steel  by  the  mile. 
Produces  a  finish  that  will  not  crack, 
craze,  chip,  peel  or  chalk.  Outlasts  all 
others  in  scientific  Wcatherometer  tests. 

We  also  do  forming, 
slitting  and  shearing 

NOTE:  We  cannot  guarantee  an 
inexhaustible  supply  of  either 
steel  or  aluminum.  However,  we 
C2T\  guarantee  100%  service  in  pro- 
cessing  and  coating  your  metal. 
Since  metals  are  scarce,  put  yours  to 
the  best  use.  Give  them  the  best  possi« 
ble  coating  and  make  the  best  possible 
prohL 

AsA  For  dofails 

ARROW  METAL  PRODUaS  Corp. 

Third  Av.niw,  Ha(li*ll,  N.  J. 
Pofflpton  lakM  7-1820 


April,  1951 
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provide  double  tongue  and  grooved 
vertical  and  horizontal  joints.  It  is  | 
applied  directly  to  studs;  furnishes  ' 
insulation  and  complete  side-wall 
in  one  operation. 

The  double  shiplap,  seals  the 
sidewall,  eliminates  drafts  and 
gives  additional  .strength.  The 
wood  fibre  insulation  board  is  pro¬ 
tected  by  specially  treated  pene¬ 
trating  asphalt. 

It  is  reinforced,  rigid,  and  is  said 
to  have  greater  racking  strength.  I 
The  siding  is  manufactured  in  pan¬ 
els,  20%  i».  wide,  43%  in.  long 
and  %  in.  thick.  Comes  in  brick, 
stone  and  shingle  designs,  and  a 
wide  array  of  colors  and  blends. 

«  *  « 

New  Folder  on  Fenestra 
Steel  Windows 

“Fenestra  Residence  Steel  Case¬ 
ment  Windows”  is  the  title  of  a 
new  tw’o-color  folder  by  Detroit 
Steel  Products  Company.  It  de¬ 
scribes  the  new,  time-saving  Fen- 
e.stra  outside-inside  metal  trimmed 
ca.sement  unit  which  is  installed 
and  completely  trimmed,  outside  : 
and  inside,  in  minutes.  Covered 
also  are  installation  accessories 
such  as  the  Combination  Metal  Fin 
and  In.side  Trim,  Inside  Metal 
Trim,  and  the  Metal  Fin.  Instruc¬ 
tions  and  .sketches  are  included  for 
installing  the  trimmed  casement 
w’indow  in  frame,  brick  veneer  or 
concrete  block  con.struction. 

«  *  * 

New  Product  Makes  Porous 
Masonry  Water-Repellent 

Without  changing  their  appear-  ; 
ance  at  all,  porous  masonry  walls 
can  now’  be  made  to  shed  water 
like  the  proverbial  duck’s  back.  It’s 
done  with  a  new’  product  of  the  | 
wonder  chemical,  silicone.  Called  | 
Siliphane,  and  developed  through  ! 
the  joint  efforts  of  Prima  Products  | 
and  the  Linde  Division  of  Union  j 
Carbide  and  Carbon  Corporation,  ! 
thi.s  product  is  said  to  work  on  an  j 
entirely  different  principle  than  j 
previous  types  of  transparent  i 
“waterproofings”. 

Masonry,  that  normally  absorbs 
water  the  same  way  a  blotter  does, 
(Continued  on  Page  42) 
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BUT  this  beautiful  Double  Rollaway  Tub  Enclosure  is  a  practical,  "modem 
miracle"  luxury,  within  easy  dollar-reach  of  every  homeowner. 


This  has  been  made  possible  through  the  engineering  research  and  modern 
manufacturing  techniques  developed  in  the  efficient  plant  of  Shower  Door 
Company  of  America,  the  world’s  larg¬ 
est  exclusive  producer  of  shower  doors 
and  tub  enclosures. 


Of  AMCRICA 

^9  PMchtr**  N.  1.  Attanta  S,  0«. 


tun.  ti  h\ 

K 

E YSTONE 

A  L 

LOYS  COMPANY 

LATROBE,  PA. 

Wire, 

Phone  or  Mail  Coupon  NOW! 

We  challenge  comparison  with  any  aluminum 
storm-screen  Doors  ond  Windows  for  oil  four 
star  features: 

it  PMmanMt  Construction  it  Usablo  Footuros 
it  Distinguislmblo  Qudity  it  Economy  Prico 

K«y$ton«  off#rt  procticat  fAahirAf  thof  custom«rs  can  r«oci« 
ily  and  appraciata.  Sturdy,  balanced,  cl«ar  vi»ion  door 
construction  with  full  longth  piano  typa  hinga  which  alimi- 
natos  mortising.  Door  con  ba  had  with  or  without  jamb* 
Salf-storing,  TRIPLE  ACTION  Windows  with  spacial  vanti- 
loting  louvars.  Adjustobl#  closura  strip  for  parfoct  fitting. 
All  glass  glazad  in  plastic  for  tosy  raplocamant.  Yas,  low  in- 
stollotion  cost  plus  no  oftor  haodochas  moons  MORE  PROPITSI 

PROMPT  OILIVIRV  •  ASSIMtLV  PLANTS  COAST  TO  COAST 


KfrSTONC  Altovs  CO 
No'tonol  Sol«$  Oti<u. 
tenedum-ftees  lldg,  P«rttbur9b  77. 

Send  •nfwmotiOli  W*  inwioued  in 

□  DiUtibw'orsho  □  OroltntHp 


BUILDING  SPECIALTIES 


New  Products 

(Continued  from  Page  40) 

actively  repels  water  when  treated 
with  Siliphane.  This  transparent 
product  is  easily  brushed  orsprayed 
on  exterior,  above-brade  masonry 
walls  of  all  types,  including  cinder 
block,  concrete,  brick,  limestone 
and  asbestos  shingles.  Siliphane  is 
excellent  for  churches,  office  build¬ 
ings  and  grain  elevators.  Made  by 
Prima  Prod.  Co. 


CLASSIFIED  ADVERTISING 


Undar  this  baoding  clastUiad  advariiaamaala 
ata  occapted  at  tha  uniiorm  rata  oi  25  canto 
a  word,  but  no  adrartiiamanl  tokan  ior  laaa 
ihOD  20  words  with  a  minimum  charga  ol 
S5.00;  3  months  at  20c  par  word  par  insaitlon. 
Chach  or  Mona/  Ordar  must  occomponT  copy  ol 
Classiiiad  Ad.  AdTartisamants  soiidtating  daol- 
ars  or  distributors,  or  now  products  lot  sala,  not 
accaptod  in  cicssiiiad  saction.  Addrosa  all  com¬ 
munications  to  Classiflod  Daportmant.  BUILD¬ 
ING  SPECIALTIES.  425  Fourth  ATonua.  Now 
York  16.  N.  Y. 


.Anderson  Mfg.  Co.,  Inc.,  V.  E. 


Back  Cover 


.MISCELLANEOUS 


•Arlrte  IndustrieN,  Inc . 

.Armstrong  Company  . 

Arrow  Metal  Products  Corp. 


Powered  NoUing  Tool 

This  portable  pneumatic  nailing 
tool  is  supposed  to  drive  50  nails 
per  minute.  To  drive  nail  down¬ 
ward,  you  simply  hold  gun  in  verti¬ 
cal  position  and  pull  trigger. 

Nail  goes  in  straight.  Heads  can 
be  driven  below  wood  surface  with¬ 
out  leaving  hammer  marks  or 
depth  of  nail  .set  can  be  adjusted. 

Tool  weighs  22  lbs.  and  has  a 
hopper  that  holds  400  to  500  nails. 
This  tool  drives  7,  8  and  10  penny 
nails.  Made  by  Atwood  Machinery 


Bl’SINKSS  FOK  SALE:  Opportunity  to  buy  highly 
siHNTializevl  contracting  business  with  all  |»ersorneI 
completely  trained — store  fronts,  neon  signs,  theatre 
marquees.  Established  cu.stomers  in  radius  ot  five- 
hundred  miles.  Locateii  in  midwestern  industrial 
city  of  seventy  thousand.  Profits  twenty  to  thirty 
thousand  annually.  Owner  retiring  from  business 
due  to  health.  Reply  Box  321,  Building  St>ecialties. 
425  Fourth  Avenue,  New  York  lb.  N.  Y. 


Barnhart  Co.,  The  .4.  W 

Bebion  Co..  Inc . 

Buildini;  Specialties . 


Calbar  Paint  &  Varni.sh  Co.. 

Calder  Manufacturing  Co . 

Campbell  Sash  Works,  The.. 

Cermak  Tile  Co.,  Inc . 

Charles  Co . 

C-Thru  .Aluminum  .Awning  Co 


SALESMEN:  If  you  want  to  improve  your  tell 
mg  technique,  get  a  copy  of  My  Hardfst  Sale.  Tbit 
brochure  contains  authentic  stories  from  men  on  the 
firing  line,  the  fellows  who  go  out  every  day  and  get 
the  signature  on  the  dotted  line.  There  are  20  real, 
live,  success  stories  at  10  cents  per  story,  or  $2.00  for 
the  brochure.  Send  for  one  or  several  brochures 
today.  Building  Specialties.  42S  Fourth  Avenue. 
New  York  16.  N.  V. 


Uraftite  Priiducts  Co. 


Eagle-Picher  Sales  Co.,  The 


Fawsco  Mfg.  Division,  Falls  Stamp¬ 
ing  &  Welding  Co . 

Feather-Lite  .Mfg.  Co . 


SELL 

KAUFFMAN 
RADIATOR  ENCLOSURES 


Graef  Storm  Window  Co. 
Hilton  Manufacturing  Co. 


Ida  Products  Co . 

Ideal  Brass  Works,  Inc. 


Jamaica  Sash  &  Door  Co . 

Jasco  .Aluminum  Products  Corp. 


Kauffman  Radiator  Shield  Co. 

Keystone  Alloys  Co . 

Lessam  &  Associates,  B.  B... 


Jt  is  evil  to 
gloat  upon  man's  errors.  But 
only  a  monkey  blinds  his 
eyes  to  the  evils  man  suffers. 
We  must  open  our  eyes  to 
the  facts  of  cancer  in  order 
CO  defend  ourselves  against 
this  dreaded  scourge.  For  hu¬ 
manity’s  sake  —  and  our  own 
preservation  —  we  must  sup¬ 
port  the  crusade  against  this 
mortal  enemy  of  man. 


Nash  Aluminum  Window  Corp.. 
National  Ventilated  Awning  Co. 


Ke-Nu-It  Corp . 

Roofing,  Siding  &  Building  Special¬ 
ties  Manual . 


Samcoe  Iron  Works . 

Shower  Door  Co.  of  America 

Sprayed  Insulation,  Inc . 

Stahl  Industries,  Inc . 

Storm  Master  Corporation.. 
Stylon  Corporation  . 


Hundreds  of  Thousands 
in  Use 

Throughout  the  Country 
Easy  to  Sell  pfQfji 

KAUFFMAN  RADIATOR  SHIELD  CO. 


Warner  -Mfg.  Corp. 
Weather-Tite  . . . . 
Wilson  .Mfg.  Co.,  I 


Youngstown  Industries,  Inc. 


Yes,  the  PACKAGED  PACE-SETTER  that  amazed  the  indus¬ 
try  last  year  is  now  arrayed  in  GAY  COLORS!  That  means 
even  MORE  SALES  for  this  revolutionary  ALUMINUM 
AWNING  that  can  be  assembled  in  minutes. 

C-THRUS  come  in  four  BAKED  ENAMEL  COLORS  that  will 
wilt  the  sales  resistance  of  any  proud  homeowner.  What's 
more  . . .  your  customer  gets  complete  LIGHT,  and  perfect 
VENTILATION.  It's  a  PROFIT  WINNER  any  way  you  look 
at  it.  Write  for  full  particulars  TODAY  . . .  see  how  YOU 
can  cash  in  on  this  sure-fire  sales  item! 

Available  in  30  standard  sixes 
and  7  color  combinations. 

JOBBERS:  Write  or  wire  immediately  for  further  information. 
DEALERS:  Contact  us  far  location  of  your  nearest  jobber. 


Exclusive  C-THRU  Features: 


C-THRU'S  patented  curved 
louvers  break  up  horsk,  out¬ 
side  Itpht  which  enters  your 
room  soft,  ploreless  ond  dif¬ 
fused.  No  more  dreory 
rooms  with  this  exclusive 
feature. 


VENTILATION 

C-THRU'S  cngiiiMrcd  louvan 
kMp  th«  tun  away  (ram 
your  windawt,  anJ  allowt 
complatu  air  tirculation.  N# 
doad  air  pockoH  moant  lam. 
paralwrat  lowarod  at  much 
at  17  dogruot. 


WINTER 

WHITE 

BISCAY 

BLUE 

GARDEN 

GREEN 

REGAL 

RELT 


C-THRU  ALUMINUM  AWNING  CO.  •  424  W.  11th  ST.  •  LOS  ANGELES  1  5,  CALIF. 


w  9t  1 1  i  r  H  e  f  A  c  r  o  It  Y  o  it  r  o  u  it  n  e  a  it  b  s  r  oisritiBUToit 

V.  E.  ANDERSON  MANUFACTURING  CO.,  INC.  OWENSBORO,  KENTUCKY 

7t  Sii*s  cprri«d  in  stock  by  th«  following  distributors: 

Invisiblo  Window  Co.  Goo.  W.  Trapp  Mfg.  Co.  Schnoidor  Hdwo.  Company 

St.  Louis,  Missouri  Dotroit,  Michigan  Cincinnati,  Ohio 

Weathor-Tito  Invis.  Wd.  Co.  Kirkpatrick  Brothors 

Konsas  City,  Mo.  Lincoln,  Nobr. 
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